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At first in the production of copper, later in the 
fabrication of copper and brass, Anaconda has 
always denoted leadership... . . Today, on wire 
and cable products for every electrical require- 
ment, the Anaconda name and trade mark is your 


assurance of quality. 


ANACONDA WirE & CABLE COMPANY 


General Offices: 25 Broadway, New York 
Chicago Office: 111 West Washington Street 
Sales Offices in Principal Cities 
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4-PILLAR TUBES 


Now you can sell something really new . . . Eveready Ray- 
theon Tubes! Tell your trade to demonstrate the rich, full-voiced 
tone, the breath-taking realism of Eveready Raytheon reception. 


You can HEAR the difference and SEE the reason LONGI 


| . RADIO! 
Look at the illustration on this page, showing Eveready Ray- 


theon’s 4-Pi/lar construction. . . a sound improvement. See the 
solid, four-cornered glass stem, with the four rigid pillars imbedded 
in it, anchoring the elements. No other tube is permitted to use 
this construction, for it is patented and exclusive with Eveready 
Raytheon. Before the day of dynamic speakers and screen grid 
circuits, the old flimsy, “gas-mantle” construction may have been 
satisfactory. But present-day radios need tubes with 4-pillar rigidity. 








No legal entanglements! 


Eveready Raytheons are licensed tubes. They come 
in all types, and fit the sockets in every standard 
A. C. and battery-operated receiver now in use. Built 
by the National Carbon Co., makers of the famous 
Eveready Layerbilt “B” Batteries. Get in touch with 
our nearest branch. 


The Eveready Hour, radio’s oldest commercial fea- 
ture, is broadcast every Tuesday evening at nine 
(New York time) from WEAF over a nation-wide 
N. B. C. network of 30 stations. 
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Awonc the 
features of the May issue of 
THE JOBBER’S SALESMAN will 
be an article by R. P. Har- 
rington of the National Elec- 
trical Supply Co., Washington, 
D. C., on the subject “Sales 
Campaigns Are Worth While.” 

Mr. Harrington will tell of 
the experience of his company 
in carrying through a series of 
campaigns on various products 
and the results of such efforts. 

It will not be long now 
until THE JoBBER’s SALESMAN’S 
“Summer Sales Prize Contest” 
will again be under way. Entry 
blanks and complete instruc- 
tions are now being prepared 
and every sales manager is 
urged to enter his salesmen in 
this annual contest, which has 
been so productive of increased 
summer sales. 
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tone, the breath-taking realism of Eveready Raytheon reception. 
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Look at the illustration on this page, showing Eveready Ray- 
theon’s 4-Pil/lar construction. . . a sound improvement. See the 
solid, four-cornered glass stem, with the four rigid pillars imbedded 
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' Tell Your Customers About 
- the Advantages of Unilets 





TYPE “B” 
Malleable Unilet with Cad- 


mium Finish 





























TYPE*cC” 
Malleable Unilet with Cad- 


mium Finish 


_ 


Tt. "s” 
Malleable Unilet with Cad- 


mium Finish 





























Malleable Unilet with Cad- 


mium Finish 


ete iogell ie the wiring of motors for many types of machinery, 


Appleton Malleable Unilets have many advantages. 


Made of malleable iron, there is greater strength and lighter 
weight, with a maximum of wiring space. There is the 
greatest resistance to shocks and vibrations, and the Cad- 
mium finish resists rust and corrosion. 





Malleable Unilet with Cad- 


mium Finish 


Our new catalog will show you just the right type for any 
job. Write for it today. 


SOLD THROUGH JOBBERS 


Prine ie APPLETON ELECTRIC COMPANY 
Malleable Unilet with Cad- 1734 Wellington Ave., Chicago, U.S. A. 


mium Finish 
New York—150 Varick St. San Francisco—655 Minna St 
Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 


Changing cover gives Type 


“sor” h 
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APPLETON 
Threaded Malleable rage a 


Please send us a copy of New Revised Catalog on Unilets and 
Conduit Fittings, together with prices. ‘ 


“Reg. U. S. Pat. Of. Address 


Standard for Better Wiring 
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ELECTRICAL SUPPLY COMPANY 


H. F. Schmidt, Secretary L. L. Hirsch, President G. H. Wygant, Sales Manager P. Hogan, Vice-President 


HE Electrical Supply Co., New Or- 

leans, was founded in November, 

1911, under the firm name of Jumon- 
ville and Yundt, the original location being 
at 125 Camp St., in a very small space. In 
March, 1913, L. L. Hirsch entered the firm, 
purchasing the interest of Mr. Yundt. It 
was at this time that the name of Electrical 
Supply Co. was adopted. In October, 1914, 
the business was moved to 326 Camp St. 
In the beginning the volume had been very 
small and was confined mostly to city busi- 
ness. 

After the first reorganization in 1913, the 
firm began to expand. In March, 1917, Mr. 
Jumonville retired from the company and 
Mr. Hirsch became president. The last 
and present location is at 201 Magazine St., 
providing the proper quarters for the new 
and larger business. 








This company was among the first to go 
into radio, having been an RCA distribu- 
tor as early as 1922, and this division has 
been developed in step with the rest of the 
business. In 1929, electric refrigeration 
was added, becoming one of the important 
phases. Ventilation also has received spe- 
cial attention, Mr. Hirsch being very active 
in all movements to make the New Orleans 
public ‘‘air-minded.” At one time the firm 
handled automotive equipment, but discon- 
tinued it. 

That the business has prospered under 
Mr. Hirsch’s leadership is proved by the 
fact that the company has made a profit 
and paid dividends each year since he has 
headed it. The sales force consists of 10 
outside salesmen, operating in a radius of 
250 to 300 miles around New Orleans. 
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Increase 
Your 
Volume... 


sell more outlets 


Electric service can never go farther than WIRING PRODUCTS 


the wires which carry it. That’s an obvious 
enough fact, but most of your customers 


Rubber- d Wi 
need to be reminded of it. ane Car ere ire 


>: ; Flexible Cords 
Adequate wiring provides real economy 
of time and effort for the consumer. The ABC Armored Cable 
installation of extra convenience outlets Durax Sheathed Cable 
encourages the purchase and use of more 

é‘ Duraduct Loom 
appliances and means increased sales of 


wiring products for you. Duracord Heavy-duty Cord 





This year and every year, encourage your 











contractor customers to sell extra outlets 
with every wiring job! 


ANACONDA WIRE & CABLE COMPANY 


General Offices: 25 Broadway, New York City 
Anaconda safeguards quality from Chicago Office: 111 West Washington Street 


mine to consumer—provides a nation- : rue < = 
wide service, prompt, dependable, Sale Offices in Principal Cities 
complete. 
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lhe NEW 
OPPORTUNITY 


OR some time this maga- 
Pei has been cognizant of 

the fact that the business 
of electrical contracting was un- 
dergoing a change. The con- 
tractor, the better one at least, 
has been learning that he was 
merely turning over his dollars 
when entering into competition 
with the price-cutter and the 
curbstoner and, as a_ conse- 
quence, he has been casting about 
tor a more substantial idea which 
would guarantee him a steady, worth-while profit. 


Some time ago, this fact came to a head, when 
ELECTRICAL CONTRACTING commenced to receive many 
inquiries on the subject of “Specialization”. Quite a 
few contractors wrote of their success in following this 
plan, but a great many were more interested in how 
such an idea could be followed through. In order to 
be certain that the contractors were in a receptive mood, 
and that the “wish was not father to the thought”, a 
questionnaire was mailed to 33% of the circulation of 
that paper requesting information on the subject, and 
more specifically asking how many were actually en- 
gaged, at the present time, in specialization. The results 
were astounding. 

Those who have occasion to handle questionnaires 
appreciate quite readily that a return of 6% on an in- 
quiry is a most satisfactory percentage, and with that 
as a basis the chart shown on page nine was prepared. 

For those having a curiosity about figures, it might 
be well to explain just why the percentages given do 
not equal 100%. The reason is that many contractors, 


specializing for instance on show window lighting, also 
signified they were carrying out a similar practice on 
general wiring. Because of this fact it was impossible 
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opportunity for the jobbers. 


The awakening of electrical contractors to the 
possibilities in “‘Spectalization”’ offers a new 


? 


Every jobbers 


salesman should tie-in with this campaign to 
make specialists of their contractors 


to present a true picture of the situation while holding 
it to a 100% basis. 

An analysis of the information reported presents some 
startling figures. In the very first case given, many 
manufacturers are of the opinion that motor sales are 
hardly available to either wholesalers or contractors, 
and yet we find that 49% of the total number of con- 
tractors in this country are specializing on sales, in- 
stallation and maintenance of that product. 

Without going into a step-by-step discussion of the 
chart, which is perfectly obvious to all those taking the 
time to study it, it is also interesting to note that flood- 
lighting, a comparatively new and recent development 
in the electrical industry, is receiving the special atten- 
tion of 29% of the contractors; that radio wiring and 
service come in for the time of 39% of the contractors, 
and that likewise 47% of them place their faith in com- 
mercial lighting. 

In this situation there exists a most promising oppor- 
tunity for jobbers’ salesman, but it is opportunity of 
which he can only take advantage in proportion to the 
amount of time and work he devotes to the develop- 
ment of it. 








Louis Kalisher 
Brooklyn, N. Y 
Motor Specialist 
Allan Coggeshell 
New York 
Large Building Specialist 


New 


Quite logically, he has three fields to cover, the first 
one being the contractor now actively engaged in 
“Specialization”. This type represents a splendid out- 
let for the kind of material on which he is specializ- 
ing, but the probabilities are that he is concentrating 
on one or two lines, and it will take considerable sales- 


manship to persuade him to split his business. But it 


can be done, and certainly the jobber’s salesman should 
contact him regularly for, being a specialist, he is un- 
doubtedly doing a nice volume of business and his orders 


are of a substantial nature. 

The next field is that which contains contractors de 
siring to specialize, but not quite sure of their ground. 
In this field the jobber’s salesman can do splendid work 
for he can furnish guiding, educational force which the 
contractor needs. He can help in determining the class 
of work to which the contractor is best fitted, bearing 
in mind the possibilities in the particular section in 
which the contractor is operating, and he can recom- 
mend the kind of lines to be sold and installed by the 
contractor. 

The third field represents quite a large group and one 
which could be termed “virgin territory”. In it we find 
the contractors who are content 
to bid on installations of all 
kinds, taking their chances of se 
curing business against the curb- 
stoner and price-cutter. These 
men need help, and the jobber’s 
salesman has, at least, a selfish 
interest in seeing to it that they 
secure such help. If the con- 
tractor cannot increase his busi- 
ness, neither can the jobber’s 
salesmen. Therefore, the latter, 
should lose no time in pointing 
out to this class which has been 





done in specialization, and one 
of the convincing argu- 
ments the has is to 
show the contractor the chart il- 
lustrated After this has 
been called to his attention, it is 


most 
salesman 


here. 
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Garment Shop Specialist 
Loren McNutt 
York 
Industrial Wiring Specialist 


Memphis, Tenn. 
Speculative Wiring Specialist 
E. C. Headrick 
Denver, Colo. 
Chain Store Specialist 


then necessary to assist him in 
deciding on the kind of work in 
which he should specialize. Some 
judgment will have to be used 
on this phase of the plan, for 
obviously the contractors in small 
towns cannot afford to concen- 
trate on one line, but they can 
confine their major efforts to two 
or possibly three allied lines 
which would broaden their scope 
of operation. 

The jobber’s salesman will find 
that he will not be alone in this 
sales promotional work, for the 
manufacturer is awake to the 
situation and is keenly interested 
in seeing it developed to its maxi- 
mum possibilities. His men are, 
therefore, available for coopera- 
tion and full advantage should be 
taken of their assistance in promoting this idea through- 
out the electrical contracting industry. 

Among the various branches of electrical work open 
to vour electrical contractors for specialization are the 
following which offer a wide field from which they 
can choose the type of work to which they are best 
fitted: power installation ; industrial maintenance ; motor 
repairs; factory lighting; elevator wiring and mainte- 
nance; floodlighting; sound wiring; talking movies; 
ventilation; sign hanging and maintenance; oil heater 
installations; Red Seal wiring; rewiring, residential ; 
store and office remodelling; apartment house work; 
small repairs ; garage wiring; antenna installation ; radio 
wiring; refrigeration installation; farm line construc- 
tion; farm wiring; low tension work; interior tele- 
phones; radio interference; appliance repairs; filling 
stations; restaurant wiring and lighting. 

In conclusion, emphasis is laid on the necessity for 
prompt action, for ELEcTRICAL CONTRACTING is calling 
the attention of all contractors to this idea in its April 
“Specialization’”’ issue, and they are, therefore, placed 
in a receptive frame of mind for an approach to the 


Louis Freund 
New York 


subject. 


Charles Krech 
Milwaukee, Wis. 
Apartment Wiring Specialist 
H. W. Desaix 
Paterson, N. J. 
Motor Specialist 
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& Signalling Systems 16 rte 
f Telephone Work 15% 
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ties: who answered named on the av- 
erage, several specialties in which 
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0a | Made a 


Electrical Contractors engaged in a gen- 
eral business can be successfully converted 
into lighting specialists resulting in a con- 
siderable increase in lighting equipment 
and lamp sales. This specialization 1s of 
lasting benefit to both the contractor and 
the jobber 


- 


am 


present customers is one of the most important 

sales efforts of the day. An increase in sales 
of any equipment through a dealer can best be obtained 
when that dealer can concentrate his effort on that 
equipment, or in other words become a specialist. 

Thus an increase in sales of lighting equipment and 
lamps, through the electrical contractor customer, can 
best be accomplished when that contractor is developed 
into a lighting specialist. 

With this in mind I made a complete study of my 
territory and finally chose from my list of lamp cus- 
tomers a number of electrical contractors doing a fair- 
sized general business, whom I believed could be devel- 
oped into lighting specialists. I chose these contractors 
from among our lamp agents, for, of course, a lighting 
specialist should also be a lamp dealer. Also these con- 


D EVELOPING increased business through one’s 


By ROBERT ]. LEWIS 


Salesman, General Electric Supply Corp., New York 


tractor lamp dealers usually have a number of lamp 
customers with whom they are well acquainted, and who 
need improved lighting thus making the job of spe- 
cialization easier. 

For a typical instance I approached one of these con- 
tractors and outlined to him the possibilities of securing 
a greater lighting business not only from the standpoint 
of additional lamp business, but from the angle of in- 
dustrial lighting. Included in this outline was the offer 
to him of the service of the lighting engineering depart- 
ments of some of the manufacturers whose lines ot 
lighting equipment we carried. 

The contractor immediately saw the possibilities of 
an increased business at a better profit, and agreed to 
co-operate with us to this end. The first step was to 


A Commercial Installation Made By One Of Our “Specialists.” 
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Lighting 


fix up his own place of business, including 
the installation of proper lighting and dis- 
play equipment. 

The next step was to go over his entire 
prospect list and customer clientel and select a 
list representing active and favorable accounts 
on his books which could be successfully pros- 
pected. From this list we obtained from 
25 to 30 very good prospects. 

Fortified with the service available from 
our manufacturers and our own organization 


“The Contractor And I Together Called On These Accounts. 
I Represented the Contractor Rather Than My Own Firm.” 


plus the good will of the contractor we went forth to 
call on the prospects. The contractor furnished me 
with a supply of his business cards and with his cus- 
tomers and prospects I represented him rather than 
my own company. 

Here I would like to say that some salesmen would 
probably question the advisability of getting out and 
spending so much time for the development of our cus- 
tomer’s business. I have found that the contractor is 
getting tired of being sold by every one who comes 
along and wants to do some real buying for a change. 
I am, therefore, getting away from straight selling and 
devote a greater portion of my time in the role of a 
“Good Will Ambassador.” This, I know, is a handicap 
on those men depending on the number of calls they 
make for the amount of business they get. I do not 
mean by this that I make only a limited number of 
calls. On the other hand I have a regular call list 
which is followed very closely. I do believe, however, 
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One Of the First Steps in Developing the 
Specialist Is To Go Over His Books And 
Select a List Representing Active And Fav- 
orable Accounts Which Could Be Success- 
fully Prospected. 


that if we have nothing to sell but a product 
our major selling argument today is price. 
If we add to that product a service then 
price becomes one of the minor considera- 
tions. 

Now to get back to the contractor. In 
using the contractor’s name,,or in going with 
him, I was really trading on his personality 
and relations over a period of years of busi- 
ness with his customers or, in other words, 
his good will. One can readily see this gives us a 
better entree than if we approached these prospects 
unknown. 

In making our calls on a contractor’s customers we 
never tried to sell the purchasing agent, but rather 
talked to the superintendent or manager on the benefits 
of good lighting. We would go through the establish- 
ment with him and point out improvements which 
would result in increased sales or production or bette: 
working conditions. We would offer him our exten- 
sive services free of charge and create the idea in his 
own mind that he wanted better lighting conditions in 
his plant. When leaving him we would give him cir- 
culars, and so forth, covering the type of lighting under 
discussion. In a number of instances we installed dem- 
onstrative lighting units. 

In two or three days we would write this customer 
or prospect on the contractor’s stationery thanking him 
for the interview and tying in (Turn to page 82) 
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CONTRACTORS TO SPECIALIZE 
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Specialists 


Some electrical contractors who are 
making good by practicing ‘‘Special- 
ization.” 


F THERE are any “Doubting Thomases” 
among jobbers and jobbers’ salesmen as 

to how far the idea of “Specialization” has 
taken hold among their contractor custom- 
ers, it should be dispelled by this display 
of electrical contractors from all over the 
country who are specializing in their work. 
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ARD LUCK SA 
Tells Us 


; 


' é OU ask me why us jobbers (ahem!) like to have 


contractors on our books that are specialists. Well, 

I’ve been in the game 30 years now, playing 
Yankee Doodle on everything from wood cleats to tele- 
vision, and all I hope is that every question asked me 
for the rest of my days will be as easy as this one—it’s 
just another bowl of duck soup for little Sammie. 

First let us consider how this specialty stuff began. Of 
course, there has been a specialist here and there ever 
since the world began, from Job, with his corner on 
boils all the way down to Jimmy Walker, the ‘world’s 
champion late-arriver. But it’s only during the past 
few years that the true specialists have got so thick you 
find ’em stuck against your radiator at the end of a trip. 
Who started it? Well, may be I’m wrong, but I think 
it was the doctors, because not so many years ago, a few 
of our leading pill-rollers picked themselves each a spot 
in the human system and bore down on it till they was 
letter-perfect on every little nerve and tendon. 

The result of this movement was extra efficiency and 
likewise plenty of extra dough for the docs, and they 
deserved it. For instance, | remember a young couple 
whose six months old baby was trying to die on ’em, and 
they was just about crazy—couldn’t seem to find out 
what was wrong. Finally, a friend says: “Why don’t 
you call Zuhorski? He’s studied babies till he delivers 
his lectures in baby-talk, and if he can’t fix her up, 
nobody can.” Well, Zuhorski walks in, puts his hand 
on the ‘kid’s head, listens to her motor, and walks out 
again, saying over his shoulder: “Just starving to death, 
that’s all—for Heaven’s sake throw some grub into her, 
she’ll be O. K. in the morning.” 

Now, that’s the way it is with specialists in all lines, 
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‘* Specialization ts like shooting at a 
bull’s-eye instead of a barn”’ 


they ring the bell every time, and believe me they don’t 
suck their thumbs waiting for business. So it’s good 
news that the electrical contracting game has been 
sprouting specialists right and left lately that have made 
good just like all the artists, photographers, engineers, 
yes, and salesmen, too. It seems to me the electrical 
bunch deserve extra credit, because they find it plenty 
exciting keeping out of the red, without taking time for 
a lot of planning and analysis. But they are doing it, 
and now I'll tell you why contractor-specialists are bet- 
ter accounts for the jobbers, by giving you a couple of 
examples. 

Take Anson Hurst, for instance. Anse always did a 
big business and turned out good» work, and we have 
sold him for years, but he was forever behind in his 
bills and losing profit here and there because he had too 
many irons in the fire and couldn’t resist biting off more 
than he could chew. Well, last year Anse got tangled 
with a big apartment job, and between him and our lad 
Hahnkamp they knocked off an order for 96 exhaust 
fans along with the wiring. That settled it—Anse never 
seen so much easy jack in his life and from then on he 
was a ventilation specialist; went on the air with a bang 
and never has signed off since. What’s more, he dis- 
counts his bills every month now and his Frau wears a 
squirrel coat. 

Now let’s see what specializing will do for a small 
pliers-and-hacksaw man what’s trying to get along in the 
crool city. We’ve got a bird on our books, name of 
Lansberry, who started without even the well-known 
shoestring; when he carried his first armful from our 
counter to his first job he was wearing button shoes 
four years old, and didn’t own a (Turn to Page 78) 
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Tits is an age 


of specialization,and the | 

contractor who does not 

realize it should be made 
aware of it by his 
jobbers’ salesmen 
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“The Break Came When I Had This Jobber’s Salesman Working 
With Me on My First Special Job.” 


Jobber’s Salesman 


! ONG before I had any idea of entering the electrical 
contracting business, I had given much thought 
to the saying, “This is the age of specialization.” 

All around me I saw men and firms concentrating on 

this or that phase of their business in order to command 

a higher price for expert service. It looked so enough 

to me that I took a course in electrical engineering, with 

the definite idea of focusing all my efforts on one thing 
that would bring me larger returns and a definite future. 

My intention then was to land with some big concern, 

doing nothing but map out difficult installations. 

Instead of this I actually spent several years in a 
series of different jobs, among which were included two 
power companies, a fire alarm service, and a street rail- 
way. Although the work was in line with my training, 
I was in no sense a specialist, but a rather handy man 
who would tackle anything with juice in it and either 
remedy or ruin it in short order. I was making good 
money and loved the work I was doing, so, after seven 
years, had no more thought of intensive specialization 
than I had of becoming an electrical contractor. 

The purpose of this statement is to show how I grew 
away from my early idea while working for others, how 
I took charge of a construction business where the odds 
were 10 to one against any chance of specialization, and 
how, finally, I was pleasantly “booted” into an interest- 
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Made ME a 
Specialist 


By 


An Electrical Contractor 


ing and profitable specialty. Let us say the left shoe 
was my own latent desire to get away from the penny- 
ante stuff, while the right was none other than a live 
jobber salesman who could see business for himself and 
me a mile away through a London fog. 

My entry into the electrical contracting game was 
quite unexpected. A contractor who was essentially a 
merchandiser had lost his partner through death, said 
partner having handled the wiring end of the business. 
Having been awarded a very large job on the strength 
of another done a few years back, he hired me for the 
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“He Always Kept Me Posted on 
New Devices.” 


engineering and supervision. While the work was still 
in progress he offered me partnership, which meant that 
I would eventually take the construction end off his 


hands. This suited me, but it is amusing to remember 
that this firm did more kinds of wiring than there are 


colors in the rainbow. The business was sound and en- 
joyed a large volume, but the hundred and one varied 
activities resulted in a deal of waste and lost motion; 
I had no time to think of specialization. 

Now we come to the part played by the jobber sales- 
man in my company’s transformation. The break came 
when I had this fellow working with me on a job where 
we installed electrical equipment in place of steam in an 
old industrial plant. This salesman was not an engineer 
but had a decided leaning that way, having made many 
trips to factories to study the lines sold by his house. 
Perhaps even he would think it a bit strong to say he 
actually made me a specialist, for I would have become 
one some time, but he certainly succeeded in setting the 
date forward a couple of years. 

On this first job where we worked together, he sold 
himself to me by being Johnnie-on-the-spot with the 
right switch or control to meet my requirements. 
Naturally, as I met each special situation, I knew exactly 
what it would take to perform the operation. But I 
could not be familiar with all the excellent improvements 
and new devices that are constantly placed on the mar- 
ket. That is where the jobber salesman came in, saving 
me a world of looking up catalogs, and so forth, and 
leaving me more time for the job. 

When this steam-to-electric installation was finished 
I had tasted blood and from then on power was the 
watchword. Of course, we had done that sort of work 
before, but this job and the co-operation of the jobber 
salesman really started the change in set-up which en- 
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Changes and 








abled me to concentrate on difficult industrial installa- 
tions and make this class of work a predominating factor 
in our business. 

Had this man merely waited until we secured a job 
and then helped me pick equipment, he would have been 
doing his duty. He did not stop there, however, but 
kept his eye open for prospects, making suggestions for 
changes or additions in many places he visited—places 
where our own solicitors had not penetrated. In doing 
these things he did not neglect any of his activities, nor 
did he make a business of spending unnecessary time 
in my company; on the contrary we simply got together 
when something was brewing and neither assumed that 
the other was under any obligations. 

Many readers will probably feel that power work is a 
made-to-order specialty, running quickly to nice volume 
and being easy to develop. That is more or less true, 
but to any jobber salesman wishing to help some of his 
contractors become specialists, I say there are any num- 
ber of wiring classes and other installations open for 
development. Lighting, for instance, is a grand divi- 
sion with many sub-divisions, such as store, window and 
showcase lighting, “White Way” jobs, airport illumina- 
tion and flood-lighting. In addition there are theatre 
and sound wiring, motor repair and maintenance, marine 
wiring, residence work, filling stations, signal systems, 
and so on, without end. And a nice thing to remember 
is that even a small contractor can be a real specialist 
in some class suited to his set-up. 

There are three major things a jobber salesman can 
furnish to help a contractor become a specialist. The 
first is information. As outlined above, the contractor 
or engineer knows what he needs to do the job, but can- 
not always put his finger on it in a hurry. But the 
the jobber salesman who knows (Turn to Page 64) 
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knowledge’ 


Says Bruce Barton 


SPENT a day in the research laboratories of the 
If two 
hundred years ago anybody had predicted the mar- 
vels that can be seen there today, the God-fearing citi- 
zens of the time would have burned him as a witch. 


largest electrical company in the world. 


For example, as you know, the metal radium is con- 
stantly giving off little particles which are called elec- 
trons. The electron is infinitely smaller than the atom. 
Indeed, the atom is a comparatively big proposition, a 
sort of universe with lots of electrons flying around in- 


side it. 


Of course, neither the electron nor the atom can be 
seen by any instruments which we have yet devised. 
But listen to this! The scientists in that laboratory have 
rigged up a radio apparatus, attached to a loud speaker, 
which is so delicate that it can detect the flight of elec- 
trons through the ether. 


I held the dial of my wrist watch against the micro- 
phone, The figures on the dial are radium coated. And 
I could hear the electrons pounding into the loud 
speaker like a shower of hailstones on a tin roof. 


N another floor I sat in front of a motion picture 

screen and saw talking movies of three great scien- 
tists of England, Sir Ernest Rutherford, Sir William 
Henry Bragg, and Sir Oliver Lodge. 


Each one of them was photographed in his own 
laboratory. 
ments and explain them. 


Each proceeded to perform certain experi- 
It was thrilling to sit in the 


Wise Men 


“Wise men of science frankly 
admit that we are only on 
the furthermost borderland of 


Harris & Ewing 


living presence of such men and to think how valuable 
those pictures will be to future generations. Suppose 
there had been a talking movie of Archimedes demon- 
strating the lever, or of Newton explaining the discovery 


of gravitation ! 


But what stirred me most was not the experiments 
which these men performed but the spirit of their talk. 


IR OLIVER LODGE, for example, picked up a 
little weight from his laboratory table and let it 
drop with a thud. “That experiment,” he said, “is 
the simplest that one could possibly perform and yet 
there is hardly an experiment about which we know 


less than we do about that.” 


And, he added, “You are not to suppose that you un- 
derstand things because you call them names.” 


He proceeded to talk about the mysterious properties 
of “empty space,” and he concluded with this paragraph. 


“Tf ever we find, as I think we are beginning to find, 
that life and mind need not be associated with matter 
but can inhabit empty space, then life will not be sub- 
ject to the troubles of a material organism and existence 


will be perpetual.” 


As contrasted with many of our smartest wise-crackers 
who know everything, these wise men of science ad- 
mitted frankly that we are only on the furthermost 
borderland of knowledge. And that anything is possi- 
ble—even eternal life. 


© McClure Newspaper Syndicate 
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MEN 
You Should Know 


Criarke H. Mernor 


General Manager, Manhattan Electri- 
cal Supply Co., New York 


WENTY-NINE years ago a 16-year-old boy 

joined the ranks of the electrical industry. Today, 

a man with still youthful enthusiasm and vision, 

he is general manager of the company he joined then, 

having risen step by step in his organization and in his 
industry. 

The man is Clarke H. Methot, general manager of 
The Manhattan Electrical Supply Co., Inc. He was born 
January 28, 1885, in Oneida, Il]. When three years old 
his family moved to Chicago, where he spent his boy- 
hood. Here he went to school, working in a grocery 
store after hours, thus studying overtime in the school 
of hard knocks. At the age of 14 he left school and 
went to work for Marshall Field, 
as a silk cutter. 

Not being entirely satisfied 
with his future there, he kept his 
eyes open for a better opportu- 
nity. Shortly after his sixteenth 
birthday, the opportunity came. 
He learned that a friend, Walter 
Collins, then office boy for the 
Manhattan Electrical Supply Co. 
and now secretary of the Chicago 
Electrical Contractors Associa- 
tion, had whipped the credit 
manager due to a misunderstand- 
ing. Here, he felt might be an 
opportunity for a job in a work 
he liked, so next morning he went 
after the job of office boy, care- 
fully avoiding the fact that he 
knew Walter Collins. He got the 
job and was successively pro- 
moted to order clerk, sales de- 
partment clerk, and in 1906 
became a salesman. 

In 1907 the “Red Seal” battery 
was started. In the marketing of 
this product he soon found a real 
job to be done. In 1909 he was 
made sales manager in Chicago 
territory, and thereafter did the 
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He Has 
Done Things 


HE success of Clarke H. 

Methot is a splendid illus- 
tration of the ability to work 
steadily onward, never losing sight 
of a definite goal, balanced by the 
ability to think clearly, a fine per- 
sonality anda keen sense of 
humor. He 1s self-made in the 
truest sense, having climbed from 
the bottom in the electrical indus- 
try. As he mentioned in a casual 
way—at the age of three he moved 
to Chicago and took his family 
with him.Altho saidin ahumorous 
manner, this 1s indicative of the 
characteroftheman. Hehas 
done things. 


This is number 119 in our 
series of sketches of prominent 
wholesalers 


preliminary work on “Red Seal” batteries in twenty-two 
states, building sales through electrical, hardware and 
automotive outlets. Under his direction the “Red Seal” 
business was built from a standing start to multi-million 
output. The growth was continual until 1926 when the 
battery business was sold to the National Carbon Co. 

In 1923 he succeeded Frank Pierce, who is well known 
in the industry, as general manager at Chicago. In 1926 
after the sale of “Red Seal” batteries he became general 
manager of the company, with main office in New York. 
Since then he has devoted his entire efforts to electrical 
wholesaling in New York, Chicago and St. Louis. 

After several years association with the radio industry, 
he is feeling very happy over the fact that he has recently 
tied in all of his company’s houses with A. H. Grebe 
& Co. As his friendship with Alfred Grebe is of twenty 
years standing, he feels that this connection will be both 
permanent and profitable. 

Until five years ago Clarke Methot lived at home with 
his mother, who has 
been a constant source 
of inspiration and help 
to him. She is known 
by many in the indus- 
try, having accom- 
panied him to many of 
the conventions. In 
1925 he married Ethel 
Shirley of Chicago. 

Mr. Methot has been 
a Mason since the age 
of twenty-one, is an 
Elk and a member of 
the Rotary Interna- 
tional. His activities 
are thus not confined 
to business alone. His 
interests are varied 
and he always has 
time for the things 
that make life worth 
while. 

Clarke Methot has 
worked hard and 
accomplished much, 
though at times he has 
faced obstacles most 
discouraging. He 
has done things. 
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Clarke H. Methot 


General Manager, Manhattan Electrical Supply Co., New York 
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NEWS im VIEWS of the DAY 


Perfects Synthetic Electric 
Organ 


Pittsburgh—In the photograph 
are shown E. C. Hitchcock, left, 
research engineer of Westing 
house, and Dr. Charles Heinroth, 
organist of Carnegie Music Hall, 
Pittsburgh. Dr. Heinroth is play 
ing selections on a new musical 
device perfected by Mr. Hitchcock 
wherein oscillating vacuum tubes 
are used to produce organ music. 


Ww 


Yale vpert Wins  Lédison 
Medal 


Below: Charles F. Scott, pro 
fessor of electrical engineering and 
chairman of the electrical engineer- 
ing department at Yale, has been 
awarded the Edison medal by the 
American Institute of Electrical 
Engineers tor “His contributions 
to the science and art of polyphase 
transvision of electrical energy.” 
The photo shows Professor Scott 
with a field structure of an early 
Edison dynamo. 





Devise Quick Method of Analysing Colors 


\n automatic apparatus with which the colors ot 
transparent aid opaque objects can be analyzed with 
scientific accuracy m less than ten seconds has been 
developed in the graduate laboratories of the Uni 
versity of Pennsylvania’s department of physics. The 
device was perfected by Joseph Razek and Peter J. 
Mulder, instructors in the department of physics, who 
are shown above Wide World Photos. 
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JEFFERSON 
NUCODE 














TRANSFORMERS 
Be: We St tl AO at 
A Transformer | 
for Every N estimating a job, every little saving counts .. . helps 
Purpose hold down your quotation ... giving you a better 


chance to get the work. 





When figuring on bell-ringing transformer instal- 
\ lations you can allow for a saving in both time and 
material if you use Jefferson Nucodes. They permit 
} neat and easy installation even by a novice. All! that is 


—_ ae \ ] necessary is the splicing of two wires and the tighten- 
25-Watt é al ing of two screws. The expense of placing the wires in 
Capacity the conduit and the additional labor are eliminated. 

Furnished with round or square cover. The round 
cover type fits both 3 1 4’’ and 4” octagon outlet 
boxes. The square cover type fits both 31 4” and 4” 
octagon boxes and 4” square boxes. And the same 
TRI-VOLT outlet box can be used to attach the Jefferson Nucode 
— Bell-Ringing Transformer and to hang a drop cord. 
Secondary Nucode is a quality transformer, guaranteed by the 
Voltages. 


6, 12, 18 Volts largest makers of small transformers, yet sells at a low 
price, consistent with quality. It is designed for residences 
and small apartment houses and will operate without 


core loss, electric bells, buzzers, door openers, etc. 


bee a For the larger signalling systems in industrial plants, 
100 alts ul “ Mell 

Jefferson Types “A” to “F’ and the new 100 watt Type 
teapot G are recommended. Order from your wholesaler. 
Transformers 


50 to 500 Watt 
Capacity. Wide 
Selection of 
Secondary Voltage 


JEFFERSON ELECTRIC COMPANY 


1519 West 15th St., Chicago, III. 


Pioneer Manufacturers of Transformers for Bell-Ringing and Signal 

Systems, Radio, Toys, Oil Burner Ignition and Control Gaseous Tube 

Signs; Switch and Outlet Boxes, Plug Fuse and Knife-blade and 
Ferrule-type Renewable and Non-Renewable Fuses. 


‘ 


Type E 


tii — 
250 Watts t h f i 





JEFFERSON stenar TRanstorMers 


(A-1015) 
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22 YEARS OF PROGRESSIVE DEVELOPMENT 


wa 


1908 1913 Present Day 


The First Shallow Box Switch 
Shallow Box Switch (Single Pole) 


IN SWITCH MANUFACTURING 








Paulding 


NEW ENGLAND 


Present-day de- 


Switches | Ue 


shallow box 
switch. 


MADE POPULAR 
BY UNVARYING : 
QUALITY a : seepage 2 de- 


way (push but- 
ton) shallow 


box switch. 














The important point is that Paulding engineers, through 
persistent research and close contact with the electrical 
trade for over 22 years, have shown a marked ability to 
anticipate the needs of the industry. Our experience in 
manufacturing wiring devices is your guarantee of perfec- 
tion in design, and prices that are right. 


Paulding was first to introduce and perfect a shallow box 

KAOLITE switch in 1913. Paulding is still first with the present-day 

- 5 shallow box switch that leads in quality and yet is low in 

The new Paulding price. THE SAME RELIABLE COMPRESSION SPRING 

a eee oS MECHANISM (a lifetime mechanism) although changed 
eptacles are strong fs re 

in sales appeal. If in design to meet present-day requirements. Rugged porce- 

you don’t know about lain made in the Paulding plant to Paulding specifications. 

them you are over- 
looking an important 
source of protits. 


Write today for = de- 


Paulding New England Switches for every purpose—single 
pole, three-way, double pole, four-way, push or toggle. All 
tvpes of lock switches. surface toggle switches with or 
without outlet box covers. Rotary surface switches, indi- 
cating and non-indicating. Appliance switches. Jobbers 
and dealers write for prices and discounts. 


John J. Paulding, Inc. 


We New Bedford, Mass. 
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MADE BY 
WORLD-FAMOUS SCIENTISTS 


These nationally advertised products are 





made by the same organization which, for 
years, has been recognized as an authority 
in scientific research. Burgess’ scientific 


achievements . . . control of raw materials 





. ownership of mines and factories . . . 
unparalleled laboratories, machinery and 
equipment . . . guarantee the public the 
highest quality at the lowest price that 
human ingenuity has yet been able to build 
into Radio, Ignition, Flashlight and Telephone 
Batteries, Flashlights and SnapLite Flashlights. 





Merchandise with such a reputation back 
of it cannot fail to help retailers and jobbers 
increase their sales and profits. 


BURGESS BATTERY COMPANY 
GENERAL OFFICES: 111 W. MONROE ST., CHICAGO 


IN CANADA: 
NIAGARA FALLS AND WINNIPEG 





















































IGNITION FLASHLIGHTS 
SNAPLITE 
and FLASHLIGHT Ba nell 





BATTERIES 
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NEWS in VIEWS of the DAY 


Radium in Stone Mountain 





Right: Professor 
James A. Hootman 
of the physics depart- 
ment of Emory Uni 
versity, Atlanta, who 
recently declared that 
an untold quantity of 
radium lies locked in 
the granite of Stone 
Mountain in Georgia. 
According to the Pro- 
fessor, nine springs 
originating in the 
mountain contain 35,- 
040 curies of radio- 
activity as compared 
with 16,500 curies in 
the famous Joachims 
spring in Germany.— 


Wide World Photo. 














Distinguished Addition to 
Manhattan’s Skyline 


Above: Artist’s drawing and 
photograph of the new RCA 
Victor Building which will 
tower 50 stories high at the 
southwest corner of Lexington 
Ave. and E. 5lst St. Plans 
call for its completion May, 
1931. The style of architecture 
is modified Gothic, in harmony 
De ae Skeet Range Illuminated with Floodlights 
the foreground. , . Above: The Lynn Rifle and Revolver Club of the G. E. 

Co., Lynn, Mass., has had its skeet range illuminated with 
floodlights. Now, those who found it difficult to join in the 
daylight sport, can spend a pleasant evening on the range. 


Invents “Magic Box” That May Save 
Many Lives 


Left: William H. Pritchard, 19-year-old 
youth employed in the Department of 
Physiology at the Middlesex Hospital, in 
England, with his apparatus which ex- 
perts think will banish the danger of gas 
explosions in mines or submarines. The 
invention, in appearance like a small box, 
is capable of detecting carbon-monoxide or 
other gases from a minimum to five parts 
of gas in 10,000 of air. A green light glows 
from an aperture in the box as ordinary air 
passes through the apparatus. Then at the 
moment that a small percentage of gas mixes 
with the air, the machine detects the gas.- 
Wide World Photo. 
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MAN IN THEINDUSTRY 








THERE IS PROFIT IN SELLING STANDARDS 
--because there is profit in using Standards 





The user must benefit—else there is no 
continued profit for dealer, distributor 
or manufacturer. 


The user does benefit with Standards. 
Countless users write unsolicited letters 
expressing satisfaction with the service 
their Standards have rendered. Many 
of these are now very old ranges—but 
still on the job, giving satisfaction. For 
Standard has been making electric 
ranges for years—in fact, Standard is 
the oldest exclusive electric range manu- 
facturer. 

Because users benefit, dealers and job- 
bers benefit—and likewise the jobbers’ 
salesmen. For permanent business can 
be and is being developed on the Stand- 
ard lines, Permanent dealer connections, 
steady trade, volume and profits. 


Standard is a jobber-dealer line. Fran- 
chised representation is built upon the 
jobber-dealer theory and principle of 





distribution. Standard recognized the 
value of jobber-dealer selling effort. 
Hence, fair margins of profit for both, 
with full factory co-operation in selling 
and merchandising. ... If Standards are 
not now in your selling picture, we shall 
be glad to send you full information—on 
the line—on our policy—and on the 
profits available. 


The Standard 
Royal Prineess~ 
(Ilhustrated ) 


The “baby” of the Stand- 
ard ‘“‘Royal’’ family — in 
point of age and size as 
well. A compact range 
that nevertheless em- 
bodies the “Royal” traits 
that have made the suc- 
cess of the “Royal Stand- 
ard” and “Royal Queen.” 
Completely described in 
the latest Standard cata- 
logue—copy on request. 


THE STANDARD ELECTRIC STOVE COMPANY 
TOLEDO, OHIO 


Stanoww 


ELECTRIC RANGES 
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NEWS mm VIEWS of the DAY 


University of Chicago Professor Detects 
Thought nergy 


Dr. Edmund Jacobson, Research Associate 
in psychology at the University of Chicago 
has succeeded in measuring the electricity 
produced in a muscle during an act of imagi 
nation which concerns that muscle. Dr 
Jacobson is shown conducting an experiment 
of imagination with the aid of his assistant, 
Miss Bernadine Eufkin.—Wide World Photo. 
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The World's Most Valuable Toy 


Right: Huge model constructor set, containing 200,000 
individual pieces and vaiued at $3,000, is presented to the 
los Angeles playground department by John Bullock, 
prominent citizen ot Los Angeles, and is set up in the 
\rroyo Seco recreation center there. Fashioned into a 
replica of the tamous Krupp steel mills, the set contains 
oundries, machine shops, cranes, lathes, milling ma 
chines, a power plant and all other necessary apphances 


Wide World Photo 


Radio ‘Yardstick” 


Left: A new radio 
“vardstick” has been de 
signed and installed in 
the radio laboratory ot 
the Bureau of Standards 
for measuring the wave 
lengths of the 600 broad 
casting stations and thou 
sands of other transmit 
ting stations in the United 
States. This “yardstick” 
is perhaps the most accu 
rate ever designed, pre 
cise to better than one 
part in one million. Dr. 
J. H. Dellinger, Chiet 
of the Radio Laboratory, 
is shown standing beside 
a portion of the appa- 
ratus. — Harris-Ewing 

Photo. 
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... for housewiring! 


RomeX is easy to sell because simplicity is its outstanding 
characteristic. It requires no knobs or tubes, no conduits. It is 
as easy to string as wash line. It may run right through holes 
in joists or studs, right along the wood itself. 





Every old house should be rewired with RomeX. Every new 
house should be RomeX-ed. RomeX means more convenience 
outlets . . . and that means more sales. 


Send for the informative book that explains this advanced 
house wire... that shows why RomeX is quicker to use, safe, 
neat, economical. Rome Wire Company Division of General 
Cable Corporation, Rome, N.Y. 


ROME WIRE COMPANY DIVISION 
GENERAL CABLE CORPOR 

















She 


Jobbers Salesman 


W. J. McLAUGHLIN, Editor 


Bonuses To 


Truck Drivers 
W ITH. the limited territories in which 


wholesalers now operate, the problem of 
care in the operation of trucks increases. 
Such companies as R. H. Macy & Co., of New 
York, have reduced accidents materially by a sys- 
tem of driver's training. The result of training at 
Macy’s has been to cut accidents from 16 per 
1,000 vehicle days to four per 1,000 vehicle days. 
While it is doubtful if jobbers operating only 
one or two trucks care to take the time to go in 
for such training, it is felt that they can give some 
consideration to a bonus system. The most suc- 
cessful one at present is that of providing for a 
five dollar award for every 30 days of no-accident 
driving, and jobbers are urged, in their own inter- 
est, to give some thought to this system which is 
working out extremely well among other indus- 
tries where trucks are used. 


Let's Get 
Together 


TTENTION of the industry is called to the 
fact that there is some confusion over the 
Capper-Kelly Bill as amended. Originally 

the National Electric Manufacturers Association 
approved this Bill, but since its amendment the 
Law Committee and the Board of Governors of 
N. E. M. A. have gone on record as disapproving 
it. Their action, in the main, is based on the fact 
that the Bill now does not provide for price main- 
tenance up to the last seller to the consumer. 

On the other hand, we find the National Elec 
trical Wholesalers Association, in its current 
“N. E. W. A. Review” urging the support of the 
Bill. We find, too, that both the National Fed- 











eration of Radio Associations and the Radio 
Wholesalers Association are highly in favor of its 
passage. The Association of Electragists, Inter- 
national, has also voiced itself as favoring the Bill. 

Reserving for the present our own opinion of 
the Capper-Kelly Bill, we do believe that there 
could be more unity of thought in the industry, 
for it is indeed incongruous to find manufacturers 
opposing a Bill of this nature, while they are 
receiving the assurance of jobbers, dealers and 
contractors that they, in turn, are favoring a 
movement toward price maintenance. 

With that branch of the industry having to do 
with distribution voicing its approval of the Bill, 
the manufacturers should certainly feel that price 
maintenance is the desire of both jobber and 
dealers and while it may not be so written in the 
Capper-Kelly Bill, it strikes this observer that the 
wholesale and retail distributors will assist ma- 
terially in making the Bill one of concrete benefit, 
and if that is a fact, the manufacturers should 
reconsider their present attitude. 

In any event, let us get together on the sub- 
ject for certainly the position of the industry on 
the Bill at present is untenable. 


Distributing 
Radio Tubes 


E were asked not so long ago by a 
jobber why we did not write an editorial 
urging radio tube manufacturers to use 

more discretion in their choice of distributors. 
The point was that there are wholesalers of tubes, 
calling on industrial plants, who either through 
the old “courtesy discount” theory, or through a 
desire for volume are selling industrial plants at 
dealer discounts. 

Now it is not within our province to dictate a 
manufacturer's selling policy, but it is within our 
scope to indicate to those wholesalers who are 
selling industrial plants, that they are demoraliz- 
ing their legitimate dealer outlets. Industrial 
plants have no place in the picture which entitle 
them to dealer discounts. Any jobber should 
recognize that fact, and obviously those who re- 
fuse to recognize it are very likely to be “cut off” 
by manufacturers who have the interests of their 
dealers and other jobbers at heart. 
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A Word for 
The R. W. A. 


HERE never was a time during the brief 
history of radio that closer co-operation and 
co-ordination were desired than at the pres 
ent time. And, the recent action of the R. W. A. 
in assuming the responsibility of checking whole- 
salers and dealers stocks each month in order to 
eliminate “over-production” can only be fulfilled 
if such co-ordination is secured. 

The R. W. A. cannot hope to collect accurate 
information unless it has the support of all job- 
bers and it is only by those radio jobbers not now 
members of the association, joining it at once that 
such co-operation can be secured. 
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And a Word To 


Jobbers’ Salesmen 


OU probably have noticed of late an ever- 

y increasing demand in the space in business 

papers to the problems of the industry it- 

self, and this is just a word to caution you that 

these subjects are just as vital to you as they are 
to your executives. 

One of the leading men in the electrical whole- 
saling industry made a statement the other day 
that “The jobber’s salesman who stops his work 
in the evening instead of devoting part of his 
time during that period to study can never hope 
to place himself at an executive's desk.” 

After all, your territory is your business, yours 
just as much as though you owned it. The invest- 
ment in it, the returns from it, are your responsi- 
bility, and you can only become equal to that 
responsibility by familiarizing yourself with the 
problems of your industry in general. Study the 
articles prepared for you, do not pass over them, 
for they are in no case, one man’s opinion, but the 
results of conscientious contacts among men 
who have a definite knowledge of the industry and 
the truths concerning it. 
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A Salesman’s 


Value 
40 it is a pretty difficult thing to set 


a yardstick or standard for measuring a 
salesman’s value and yet it can well be 
expressed in the following manner, “The per- 
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centage of a salesman’s value is the ratio of his 
performance and results as compared to his 
opportunities.” 

The essential factor is, of course, opportunity, 
and then, if his performance measures up to that 
factor as indicated by his results, he is a 
salesman. 


Profitable 


Accounts 
N LINE with the thought which we have 


been driving home for the past four months, 

the recent session of the American Manage- 
ment Association brought out the fact that 
“Selective Selling’ was one of the most im- 
portant subjects of the day. 

It was pretty well agreed at the meeting, 
that 15% of the customers on a company’s books 
produce between 85% and 90% of the total 
business. 

There is nothing to be gained by going after 
increased volume, and neither is there a great 
deal to be gained by placing a great many new 
accounts on the books. The former without 
godd profit is undesirable and the latter, unless 
they fall into the 15% group can only be con 
tacted at an expense far out of proportion to 
their profit producing orders. 

Jobbers must give serious consideration to 
“Selective Selling.” An analysis of the average 
wholesale house would readily prove that the 
cost of direct selling to those accounts whose 
orders total $100 to $300 per year is around 
20% and when this figure was compared to the 
average cost of direct selling for the business as 
a whole it would readily prove that the expense 
of contacting such accounts is not in line with 
the possibilities for real profit. 

Many distributors have ‘deliberately stopped 
selling to customers purchasing under $300 a 
year, and in every case investigated, it was 
found that the selling cost of the business as a 
whole had been reduced materially, and, while 
it is true that the volume of sales also suffered, 
the final result was that the companies who took 
such a step finished the year with a splendid 
profit. 

No distributor can afford to overlook this 
subject in 1930. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








COMMODITY 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET 
Feb. 15 to 
Mar. 15 


PRICES 
General 
Trend 


MARKET 
Feb. 15 to 
Mar. 15 


PRICES 
General 


Trend 


MARKET 
Feb. 15 to 
Mar. 15 


PRICES 
General 


Trend 

















Higher 











Transformers, insulators, distribution 
equipment 





Poles and pole-line hardware 





Switchboards and accessories........... 





Motors and control apparatus.......... 
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Wiring devices 
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Commercial lighting units... ..<.00.00.00% 
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Flashlights and batteries 
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Storage batteries ¢ 14 1 
EASTERN STATES 





WESTERN STATES 





ALL 22 LINES COMBINED 
Poor 


38% 
23% 
12% 


Fair 
46% 
53% 
49% 


Good 
16% 
24% 
39% 


Poor 
39% 


34% 
29% 


Fair 
49% 
48% 
48% 


Good 
12% 
18% 
23% 


Poor 
34% 
30% 
34% 


Fair 
54% 
55% 
50% 


Good 





Feb. 15—Mar. 15, 1930 





Same Period Previous Month.......... 





























Same Period Year Ago 16% 

















*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundavies of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas; 


Central States include all between. 
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W hat kind of ‘Samples’ 


do you give your 


customers? 


| esoad wiring job you do is a “sample” of 
your work . . . and by this “sample” alone do 
your customers decide whether they want more 





of your work. 


The “sample” has to be satisfactory both in 


Advantages of C-H Standard 
Duty “Type C” Switch 
(Bulletin 4131) 








: . f Quick make and quick break prevent burning 
materials and workmanship if your customers of contacts, give far longer life. Molded crack- 
proof base. a pe ag wr —— case, yet 
$ ea t w ° ) , e yrever 
are to come back to you. Good workmanship tampering. Six us duns BB a0 G06 allen, ae 

rie a 600 volts. 

is important... but no amount of good workman- sesihasiind 
» ship can hide the defects of inferior materials. > 


Take no chances! Use safety switches and 
other wiring materials which you know are 
dependable. Cutker-Hammer Safety Switches 
shoulder their full share of the job of satisfying 
the customer. In every way, they are the product 
of Cutler-Hammer’s long experience in design- 
ing standard and special motor control. They 
reflect the engineering ingenuity and skill which 
have made the name Cutler-Hammer known and 
respected throughout the electrical world. 
Cutler-Hammer reputation backs these switches, 
assures full satisfactory performance. 





Advantages 

of C-H Uni- 

versal Meter Service Switches 
(Bulletin 4311) 


First standard device offering economical pro- 
vision for branch circuits. Compact switchblock 
combines enclosed sealed main fuse and exposed 
accessible branch fuses in one unit. One or two 
blade types for two or three wire installations. 


Circuit dead fuse type. Connections conveniently iN 
located. 


Advantages of C-H Light 
Duty Entrance Switch 
(Bulletin 4141) 


Lt C design and construction. 
Smalltr in size, ample wiring space. 
Smaller switch bases. Quick break to 
reduce arcing and prolong life. Plug 
fuse or cartridge fuse type. 21 sizes, 
from 30 to 100 amperes, 125 and 250 
volts. Low price. 





you a Catalog upon request. 


CUTLER-HAMMER, Inc. 


1308 St. Paul Ave. 
MILWAUKEE, WISCONSIN 


CUTLER HAMMER 








The Cutler-Hammer Line is complete, has a 
safety switch for every need ... can meet any 
price requirement . . . provide a fair basis for 
insisting on a fair profit for yourself. 
wholesaler can supply you. And we will supply 


Pioneer Manufacturers of Electric Control Apparatus 











High Quality Safety Sw Goches for Every Servi 


Your 


tce 


(A-376) 
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“\ early every job 





N speaking of the present situation in 

the electrical contracting field, Mr. 

Clyde L. Chamblin, president of the 
California Electrical Construction Company of 
San Francisco, and for two years president of 
the Association of Electragists International, 
stressed the importance of the relationship be- 
tween the builder and the electrical man. 

“Our experience has proven,” he said, “that 
architects and owners are leaning on us more 
every day. 

‘Just last month one of our oldest customers 
brought in a job that was supposed to be the 
‘last word’ in engineering. We went over the 
plans in detail with him and when we finished, 
we had added an electric clock circuit and two 
convenience outlets for accounting machines 
in every room. For the past five years this 
customer has never allowed a job to proceed 
without first going over the entire layout 
with us. 

“It is the same old story, nearly every job 
comes to us in an unfinished state. We always 
confer with the architect or owner before 
starting the job—give him our ideas of a 
modern installation—and then proceed to do 
the job just a little better than he expected. 
That’s why we get a// the work from some of 
our customers.” 





Mr. Chamblin’s experience is typical of the 

















Mr. Clyde L. Chamblin, President of the California Electrical 
Construction Company. He has been actively interested in the 
advancement of electrical development for many years and is one 
of the most popular and progressive electrical contractors on the 


Pacific Coast. 


experience of other elec- 
trical contractors who are 
capitalizing their experi- 
ence by helping builders 
with their wiring prob- 
lems. They find that build- 
ers always appreciate their 
advice on wiring layouts, 
for it frequently means a 
considerable saving, par- 
ticularly if any changes 
would haveto be made after 





Mr. Chamblin was 
President of the Asso- 
ciation of Electragists In- 
ternational 1927-1929; 
President of California 
State Association of 
Electrical Contractors 
and Dealers 1920; Pres- 
ident San Francisco 
Electrical Contractor- 
Dealers Association 
1919; also served as a 
Director and First Vice- 
President of the Society 
for Electrical Develop- 
ment. 





the job is completed. Giving this extra service is 
the biggest opportunity the contractor has. This is 
due to the builder’s lack of intimate knowledge of 
modern wiring requirements. Today the electrical 
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omes to us in an 
unfinished state”... 


How the California Electrical 
Construction Company 
Co-operates with the builder 


contractor is more than a contractor—he is a 
specialist in wiring requirements. 
Permanently good wiring requires wiring 
devices of permanent quality. Mr. Chamblin, 
like other leading contractors throughout the 
country, finds these devices in the complete 
Cutler-Hammer Line and recommends them 
for their dependability, their long service, and 
their ease of installation. There is a C-H Device 
for every wiring need, all backed by Cutler- 
Hammer’s thirty years cf specialized experi- 
ence in the manufacture of electrical equip- 
ment. Remember the C-H trade-mark and 
specify C-H Products on every installation. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
fe f PP Behind the counter in the attractive store of 


1286 St. Paul Avenue the California Electrical Construction Co., at 639 
MILWAUKEE, WISCONSIN Mission Street, San Francisco. 
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C-H Porcelain Sockets give you these 
outstanding features: Time-saving method C-H Catalog 7281 ‘‘Rubber-Mounted’”’ Toggle 


of fastening caps by single, “‘off—center” Switch. The mechanism—“full-floating” on two re- C-H Catalog 7920 Duplex Receptacles 
assembly screw; double lugs on cap and silient rubber cushions—is extremely simple. No (black or brown) are small and shallow— 
large assembly screw prevent loosening or screws, and but one rivet. No metal connections to designed for easy handling and quick wiring. 
twisting and hold heavy reflector firmly transmit sound. Short, stubby contact blades are Parallel slots are polarized. Contacts are 
regardless of vibration; long life mecha- heavy to prevent ‘‘bounce’’ and pitting. Heat-proof, heavy one-piece phosphor bronze, doubled to 
nism and unusually good appearance. In- po pect oy ie a gee re ap ag from insure firm contact at all times regardless of 
terchangeable caps and bodies. Made in all foreign material. Single-pole, double-pole, 3-way length of service and to prevent stubbing- 
key, keyless, push-button and pull chain and 4-way types. Approved by Underwriters. (Cat. 7910 single is same construction.) Ap- 
types. Approved by the Underwriters. proved by the Underwriters. 


CUTLER HAMMER 


MODERN WIRING NECESSITIES 
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10 Years AGo 


THIS MONTH 


A new department containing news of the 
happenings among jobbers and manufacturers 
a decade ago. ‘This information 1s secured from 
the corresponding issue of the paper in 1920 


Inland Electric Co. Expands 

Inland Electric Co., Chicago, IIl., has 
moved its offices to the eighth floor of 
the building it occupies at 14 North 
Franklin street, that city, and will de- 
vote the entire main floor to stock 
room and “wholesale only” store. The 
new offices will also cover the entire 


eighth floor. 
* * * 


Jobbers Arrange for Convention 
Under the supervision of Franklin 
Overbaugh, the Transportation Com- 
mittee of the Electrical Supply Jobbers’ 
Association is arranging for a special 
train to leave Chicago on May 7 for 
Del Monte, Calif., where the twelfth 
annual convention of the association 
will be held May 12-14. 


*_ * * 


Perry-Mann Co. Increases Staff 
Perry-Mann Electric Co., Columbia, 
S. C., announces the addition to its 
staff of Col. A. M. Jackson, who will 
assume the duties of sales manager on 
May 1. Mr. Jackson has been con- 
nected with the supply department of 
the General Electric Co., Schenectady, 
N. Y., for the past 22 years. The Perry- 
Mann company also announces the 
election of W. L. Perry as secretary- 
treasurer to succeed M. L. Mann, 
whose resignation became effective on 
April 1. 


* . * 


Hatfield Electric Co. Enters 
Jobbing Field 

The Hatfield Electric Co., Indian- 
apolis, Ind., dealer and contractor, has 
enlarged its activities to include those 
of supply jobbers. Three salesmen will 
be put on the road to cover the Indiana 
territory selling appliances and other 
electrical material. 


es 8s 


Tornado Cripples Light and Power 
Lines 

The worst tornado that Chicago has 
experienced since May 25, 1896, struck 
the city and its suburbs at one o’clock 
Sunday, March 28, 1920, crippling 
street-car service and paralyzing tele- 
phone, electric and power service. Tele- 


phone poles were snapped in twain as 
if they were toothpicks, and live wires 
blown across homes and other buildings 
caused fires that resulted in many hun- 
dreds of thousands of dollars worth of 
damage. A total of 150 persons are 
thought to have been killed and many 
hundreds of other injured. 


* * * 


Advertises Household Appliances 


The Erner Electric Co., of Cleveland 
has placed its advertising in the hands 
of Frank B, Rae, and will immediately 
undertake an aggressive campaign to 
stimulate the sale of household appli- 


ances throughout northern Ohio. 
> - * 


Mohawk Company Outlines Plans 

“Follow the Mohawk Trail in 1920” 
is the slogan of the Mohawk Electrical 
Supply Co., Syracuse, N. Y. In a letter 
to the trade appearing in THE MO- 
HAWK TRAIL, A. M. Little, presi- 
dent of the company, announces its ad- 
— selling and service plans for 
1 : 


* * * 


Holds Range Demonstrations 

Illinois Electric Co., Chicago, with 
the assistance of the Westinghouse 
Electric & Mfg. Co., held some very 
interesting range demonstrations 
among its dealers between April 5 and 
17. Engraved invitations were fur- 
nished the dealers by the Illinois Elec- 
tric Co. The dealer in turn sent the 
invitations to a list of selected pros- 
pects in his town. The dealers fur- 
nished the range, juice and place of 
demonstration while the Illinois Elec- 
tric Co. furnished the edibles and the 
balance of the requirements. The meet- 
ings proved a great success and inter- 
esting results were obtained by all con- 


cerned. 
* * * 


New Warehouse for Western 

The Western Electric Co., recently 
established a new warehouse at Nash- 
ville, Tenn., to serve from that city all 
the territory in Tennessee formerly as- 
signed to Cincinnati. Karl B. Mayer, 
formerly with the Dallas house, is store 
manager of the new warehouse. 


Square D Appoints Chicago 
Manager 


Horace L. Fritschle has been placed 
in charge of the Chicago office of the 
Square D Co., 431 South Dearborn 
street, Chicago, succeeding E. Z. Printz 
who has been made general sales man- 
ager with headquarters at Detroit. 


-_ * * 


Haskins Makes Tour of Factories 


S. G. Haskins, manager specialty de- 
partment Greusle-Quarfot Electric Co., 
25 Erie street, Milwaukee, Wis., spent 
several weeks in some of the factories 
which his firm represents. 


x* * * 


Caughlan Takes Nebraska 
Territory 

W. V. Caughlan, whose duties for the 
past year have been confined to inside 
work at the Sioux City house of The 
McGraw Co., will from now on devote 
his entire time to “bringing home the 
bacon” in a portion of that company’s 
Nebraska territory. 


. 2 & 


Do It As Your Wife Did It 


Prof. Frank Dignan, head of the de- 
partment of letters at La Salle Exten- 
sion University, Chicago, in a recent 
address before members of the Execu- 
tives’ Club, said, “When approaching a 
hard prospect, pause and consider the 
methods your wife employed to bring 
you to the altar, and then, armed with 
the philosophy of salesmanship that 
cannot fail, take the prospect’s order 
for a ‘couple o’ million dollars worth 


of goods.’ 
* * * 


Electrically Heated Apartments 


An apartment house, three stories 
high, containing six apartments of four 
and five rooms, each in Tacoma, Wash., 
has been successfully heated by elec- 
tricity. In each apartment there is a 
gas heater for use in emergency. Cook- 
ing and water heating are done by gas. 
A special rate allowed by the local 
utility company of one-half a cent a kilo- 
watt-hour enabled a five-room apartment 
to be heated at the nominal cost of 
$40.40 for the year. 





Porcelain 
Sockets _ 


which stand 


the test... 
lwo Complete Lines 


The New P&S Two Screw Interchang 
able Porcelain Socket) Line, as shown, 
makes it possible for you to supply your 
customers with materials which are inter 
changeable with other standard makes and 
vet made of P&S Porcelain. ‘The kind 
they prefer. 

New design, embodying features con 
tained in no other lines. 

Quality throughout. 

These new devices are, of course, in 
addition to the popular P&S “Labor Say 
ing” One Serew Type, and place you in 
position to offer to your trade the most 
complete porcelain socket line on the mar 


ket today. 


Write for complete information. 


PASS & SEYMOU » UNC. 


Division J 
SOLVAY STATION, SYRACUSE, N. Y. 


New York Philadelphia Chicago San Francisco 





_.. Your 


Customers 


will recognize 
the value, quality 


and style in these 
NEW P&S ALABAX 
units 


Their modern designs are in keeping 
with the present day demands for new 
style lighting units—more style and dash 
and they harmonize perfectly with the 
most refined surroundings. Note the new 
triangular bracket, particularly suitable 
for “over the mirror” installations, such 
as over the medicine cabinet in bathrooms. 


ALABAX Porcelain Lighting Units are 
made of pure P&S porcelain—the kind 
your customers prefer. Their bright and 
lustrous finish, either in white or colors, 
is ever-lasting. It will not wear off or 
fade, and a few brisk rubs with a damp 
cloth is all that is necessary to keep them 
spotless and ever new. 


Available in colors when desired. 
Designed for quick and easy installa 
tion, and priced to sell at a profit for you. 


Further information will be gladly sent 
upon request. 


PASS « SEYMOUR. Inc. 


Division J 
SOLVAY STATION, SYRACUSE, N. Y. 


New York Philadelphia Chicago San Francisco 
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News From ‘The Wholesale Field 








\ 


Walker Company to Occupy 
Four Story Building 

Owing to the necessity for in- 
creased storage the Henry L. 
Walker Co., Detroit, will move to 
its new building at 140-148 E. 
Larned St. where the company will 
occupy the entire building of four 
floors and basement. A mezzanine 
floor with 1,750 sq. ft of space is 
also being built for office use. 
Under this new arrangement it 
will be possible to have everything 
in the same building without re- 
sorting to warehouse storaging. 
The location is central thus insur- 
ing a minimum amount of delay 
on the part of customers. 

i. 


Victor Goes to Houston 

Henry Victor, formerly with 
Trumbull and later with the General 
“lectric Supply Corp., became sales 
manager of the General Electric Sup- 
ply Corp., at Houston, Texas, effec- 
tive March 1. Henry operated exten- 
sively in the southwest for Trumbull 
and, therefore, should be well ac- 
quainted with the trade there. Ed F. 
Hail, southwest old-timer, formerly 
with Tell Electric Co. and the Em- 
pire Electric Co., in Houston, now 
covers a territory between Houston 
and Galveston, including work in the 
latter citv. Ed took on this new 
work February 10, 1930. 


* * Xx 


Coleman Company Entertains 
Radio Dealers 

The H. Coleman Co., Allentown, 
Pa., entertained more than 70 radio 
dealers at a dinner given at the Elks’ 
club recently. The company is dis- 
tributor of the Silver radio for Le- 
high, Northampton, Monroe, Schuy- 
kill, Carbon and Luzerne counties. 
Ray V. Sutliffe, editor of Radio 
Retailing was the guest speaker and 
spoke of conditions in the radio field 
locally and nationally. 


and their Salesmen. 





7 THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesteng. 





Lake Michigan Club 
Changes Date 


‘THE Spring meeting of the 

Lake Michigan Club orig- 
inally scheduled for April 10 
and 11, has been changed to 
April 9 and 10. It will be held, 
as usual, at the French Lick 
Springs Hotel, French Lick 
Springs, Ind. 

The first session, after the 
opening address, report of com- 
mittees and so forth, will be 

~ addressed by H. B. Kirkland, 
of N. E. M. A., who will talk 
on “The Effect of Standardiza- 
tion in the Industry on the Job- 
bers’ Business.” The afternoon 
will be devoted to golf and at 
8:45 P. M., Dr. Palmer of the 
University of Chicago. will 
make his report on “Why Job- 
bers Fail.” 

Thursday morning Leo Dunn 
of Graybar will discuss “Job- 
bers’ Operating Costs.” He 
will be followed by Harry 
Alter of Chicago who will talk 
on “The Problems of the 
Radio Business.” After Mr. 
Alter’s address there will be 
the election of officers, and the 
semi-annual golf tournament. 











Jobbers Discuss Appliances 

Thirteen jobbers operating in the 
Hudson Valley territory, met at 
Poughkeepsie, N. Y., to discuss meth- 
ods of increasing appliance sales. 
There was a general feeling of optim- 
ism over the merchandising possibili- 
ties for 1930, and the consensus was 
that greater results would be obtained 
it the sales efforts of all the dealers 
in the territory were concentrated 
on a particular appliance for a stated 
period. It was decided that the first 
activity should be based on vacuum 
cleaners for the month of April. 

The following jobbers are co-op- 
erating on the plan: Canfield Supply 
Co., Kingston; Electric Supply & 
Equipment Corp., Albany; Graybar 
Electric Co., Albany; Graybar Elec- 
tric Co., Mt. Vernon; Havens Elec- 
tric Co., Albany; William Davis 
Hawk, Kingston; Silk City Supply 











A 


Co., Newburgh; Westinghouse Elec- 
tric Supply Co., Albany; Westing- 
house Electric Supply, New York, 
and Wetmore-Savage Electric Sup- 
ply Co., Springfield, Mass. 


* * * 


Northern Electric Secures 
Long Lease 

A ten year lease on one half the 
ground floor and the entire basement 
of the Best building at 309-311 S. 
Fifth St., Minneapolis, has been ob- 
tained by the Northland Electric 
Supply Co. The area under lease 
contains 15,000 sq. ft. of floor space. 
The new quarters are being re-mod- 
eled at the present time and ramps 
are being installed instead of stair- 
cases to facilitate the transaction of 
business. The company has been 
located for the last 10 years at 211 
S. Third St., but because of the in- 
crease in its northwest distributing 
volume, it has been forced to expand. 





The Greensboro, N. C. branch of the 
National Electrical Supply Co., Wash- 
ington, D. C., is managed by M. F 
Donohue who is shown at the left to- 
gether with Ruth Bryant and A. C. 
McNeill, his office assistants. 
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ive News | 
bout Live Ones _| 





Jor Mack has recently joined the 
sales force of the Kaplan Electrical 
Supply Co., Chicago. 


J. A. FREEMAN and Sons, Inc., 
Plattsburgh, N. Y., announces the 
addition of H. J. Howard to its 
sales organization. 

Z. A. Perry has been retained by 
the Superior Supply Co., Bluefield, 
W. Va., to cover territory left vacant 
by the death of M. B. Smith. Mr. 
Petty was formerly with the Virgin- 
ian Electric Co., Inc., of Charleston, 
W. Va. 


A. T. Foster, for eight years with 
Colt’s Patent Fire Arms Mfg. Co., 
Hartford, Conn., will sell for Mel- 
ville B. Hall, Inc., St. Louis, special- 
izing on the ‘“Noark” line of 
products. 


Worp comes from the Terry- 
Durin Co., Cedar Rapids, Ia., of the 
addition of L. J. Reysa to the com- 
pany’s sales force. 

P. STRINGER, who formerly repre- 
sented the Westinghouse Electric 


Supply Co., Oklahoma City, Okla., 
on radio only has now taken over 
the southeastern part of the state on 
all lines, traveling the territory prev- 
iously covered by W. C. Bilyeu. 


THE Lappin Electric Co., Rock- 
ford, Ill., has promoted W. J. Mareth 
from shipping clerk to radio sales- 
man. 


ELLswortH ALLEN has been pro- 
moted from counter to city salesman 
at the Westinghouse Electric Supply 
Co., Albany, N. Y. J. L. Dudley 
from the shipping department is tak- 
ing Mr. Allen’s place at the counter. 


H. S. Hays is now traveling in 
the valley for the Roberts Empire 
Electric Co., Houston, Tex. 


GEORGE J. BLatr will take care of 
the southern Illinois territory for 
the Manhattan Electric Supply Co., 
St. Louis. 


T. O. Firynn has been brought 
back again into the office of the serv- 
ice department at the Westinghouse 
Electric Supply Co., San Antonio, 


Tex., after having been an outside 
salesman for the past six months. 
Mr. Walker of the radio service and 
sales department will do outside sell- 
ing on the company’s radio line. 


L. B. Mercuant, formerly serv- 
ice supervisor at Ft. Worth, has 
been made city salesman at the 
Houston, Tex., branch of Graybar 
Electric Co., Inc. 


NorMAN Kwnapp has joined the 
General Electric Supply Corp., Ev- 
ansville, Ind., as counter man to 
succeed Bud Williams, who is now 
traveling southern Indiana and 
Kentucky territory. 


Tue ATLantic Electric Co., Inc., 
Norfolk, Va., announces the employ- 
ment of R. A. Dawley, formerly 
with the Tower-Binford Electric 
Mfg. Co., Richmond, to cover the 
southern and southwestern parts of 
Virginia. 


A RECENT promotion at the Gray- 
bar Electric Co., Inc., Newark, N. J., 
is that of J. F. Clunan from service 
man to outside salesman. Bernard 
Ness, J., has been taken on as coun- 
ter man. 


Gorpon L. Bear who was an elec- 
trical dealer and contractor in Min- 
neapolis for the past seven years is 
now a salesman with the Ensign 
Electric Co., Minneapolis. 





Here are 52 officers and employes of the Belmont Corp., 
distributors of electrical merchandise and supplies with offices 
and warehouses at 1210 University Ave., St. Paul, Minn., and 
The Belmont Corp. covers 


316 S. Third St., Minneapolis. 


sota. 
northwest. 


Minnesota, Montana, North and South Dakota, and the west- 
ern counties of Wisconsin bordering on the state of Minne- 
This firm is well known to electrical dealers in the 
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INTRODUCING 


BIDD Y 


ANOTHER NEW R & M PROFIT MAKER 


Here is the greatest little electrical kitchen convenience you 
ever saw —a half dozen appliances in one! A handy little 
servant every woman wants because it does so many things 
faster and better — at a price any woman can afford. Biddy 
extracts fruit juices... beats eggs... whips cream . . . mixes 
salad dressing . . . and performs all similar tasks in a jiffy. 
Powered with a sturdy R & M motor. Stainless finish. Life- 
time construction. 


Biddy fastens to the wall with a convenient bracket which 
can also be used for the new Portable Wall Fan. Many cus- 
tomers will buy both. 


Never before has so useful an appliance been priced so mod- 
estly. Advertising in The Saturday Evening Post is creating 
Biddy customers for you—zow! Phone your jobber—quick 
—and remember to ordera stock of those good R & M 
Fans, too. Catalogue on request. 


ROBBINS & WY eS... ins . 
Springfield, O. Brantford, Ont. 


Robbins & Myers 


Fans and Motors 


HAND AND ELECTRIC HOISTS 




















PORTABLE 
WALL FAN 


A handy little 8” fan 
specially designed for 
ventilating and cool- 
ing home kitchens—a 
fan every woman 
wants. Fits in the 
Biddy bracket. $7.50 
Retail 





THE R & M 60 


The fan hit of the year— 

the modernized electric 

fan for 1930 homes and 

offices. Rich bronze or 

sage green finish. $14.00 
Retail 











AND CRANES 
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Before starting out from number one 
tee at Point Chautauqua, Bob Glennie, 
president of the Falls Equipment Co., 
Buffalo and Niagara Falls, N. Y., laun- 
ders his balls so that he can see them 
when he makes his usual long drive. Bob 
takes his golf seriously. 





E. D. Lewis has been promoted 
from the office to city salesman in the 
electrical department of the Inter- 
state Electric Co., Shreveport, La. 
Earl Walker of the same com- 
pany is promoted from the counter 
to city salesman. W. L. Jones, for- 
merly with the Monroe Hardware 
Co., Monroe, La., is now travel- 
ing for Interstate, with headquarters 
at Monroe. W. G. Alfred, formerly 
with the Electric Appliance Co. of 
New Orleans, is handling northern 
Louisiana and southern Arkansas. 

Britt Epwarps has been employed 
by the Electric Appliance Co., Okla- 
homa City, as truck driver. 

WILLIAM LockKIE, after seven 
years as a counterman, is now work- 
ing industrial accounts for the Myers 
Electric Supply Co., Los Angeles. 
Clarence Lord, who has managed the 
shipping department, has moved up 
to the counter and is succeeded by 
Joe Egan. This company has also 
placed Jack Taylor in its employ as 
a price clerk. 

* * K 


5 
R. J. Hetrn and J. W. Grab are 
new salesmen at the Belmont Corp., 
Minneapolis. 


4 ok + 


Changes in Personnel 
THE MANHATTAN Electrical Sup- 
ply Co., Inc., New York, announces 
the appointment of S. H. Simonsen 


aS manager of the company’s St. 
Louis branch. Prior to this connec- 
tion, Mr. Simonsen was connected 
with the Electric Appliance Co., 
Chicago. 


H. R. Vicror was transferred to 
the General Electric Supply Corp. at 
Houston, Tex., as general sales man- 
ager, leaving his position as man- 
ager of the Evansville, Ind., branch 
of the company to be filled by Ray 
Heitzman. 


ONE oF the recent promotions at 
the Westinghouse Electric Supply 
Co., Albany, N. Y., is that of H. M. 
(Shorty) Long from city salesman 
to manager of the company’s Bing- 
hamton branch. 


Rex Evectric, Inc., New Orleans, 
La., announces D. A. Elgutter as the 
new secretary of the company. A.C. 
Jenks has been appointed credit 
manager. 


EK. T. GLaAser, formerly manager 
of the radio department of the F. D. 
Lawrence Electric Co., Cincinnati, is 
now in charge of its commercial 
lighting department. Mr. Glaser will 
leave shortly for a month’s stay in 
Nela Park for instructions. Mr. 
Glaser replaces E. A. Tucker, who 
resigned from the company. 


A. S. Joserry, formerly with the 
General Electric Supply at St. Louis, 
has been appointed sales manager of 
the Columbus, O., branch of this 


concern. 


KENNETH E, Campbell has been 
appointed manager of the Seattle 
branch of the Electric Corp., Los 
Angeles. 


THE GENERAL Electric Supply 
Corp., Memphis, Tenn., announces 
the appointment of Henry L. Fox 
as new merchandise manager. 


* *« * 


Jobbers Active in Associations 

Tue McCarrery Co., South Bend, 
Ind., announces the election of 
Walter Bodle to the Purchasing 
Agents Association. 


C. J. Watson, manager of the 
General Electric Supply Corp., 
Memphis, Tenn., has been elected 
president of the Memphis Electric 
League. 


Tue Norrock Electric and Radio 
Club has elected as its treasurer J. S. 
Goldback, vice-president and _ sales 
manager of the Atlantic Electric Co., 
Inc., Norfolk, Va. 


ob. at ee 


 . 


ONOMY 


' Ec = = 


Below is shown the neat home of the Economy Electrical Supply Co., Ft. 


Worth, Texas. 


to right are: Grover C. Moore, vice-president; W. 


Above are the folks who give it its reputation of service. 


Left 
B. Thompson; C. D. Cromwell; 


Elmer Cummins; Mrs. C. D. Cromwell; Ralph Werner, F. J. Keller Co.; Goldie 
Lewis; T. D. Johnston, and W. A. Meharg. Mr. Johnston is a newcomer to 


the staff. 
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How ) far wo 


they get.. } 





With out «a 


Blue Book 
acomplete sales 
and advertising 
plan for Ventilating 
Contractors, and 
Electrical Dealers 





VERY business needs a plan. Many manufacturers 

spend hundreds of thousands of dollars annually for 
the successful planning of their business—but how about 
the dealer? If you could only get him to plan his business 
the balance would be easy. The American Blower Cor- 
poration offers a complete Selling and Advertising Plan 
for dealers. It is put up in book 
form and written in the lan- 
guage of the dealer by American 
Blower executives who have 


Cc O U 


uld 


American Rlower 


oF AIR 











\ 
\\ 


Send for a copy of the American 
Blower Sales and Advertising 


Plan Book + 7 + 


spent years in studying the dealers’ problems. It contains 
sound merchandising ideas and a simple, effective plan 
that is well worth your reading. If you are selling Elec- 
tric Ventilating Equipment to dealers you will count this 
book among your valuables—if you are not at present 
selling Electric Ventilators you will get many valuable 
ideas that will aid you with 
any line of products. Mail the 
coupon today. There is no 
charge. 


HANOUNG © QUIPMENT SINCE 150+ 


P O N J. S) 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Mich. 


Please send me a copy of your Blue Book. 


Name. 








Firm Name— 


Street & Number—— 











City 
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C. C. Campbell, manager of the elec- 
trical department at the Superior Supply 
Co., Bluefield, W. Va., is all smiles be- 
cause the receiving clerk at the right 
has just checked in some equipment they 
were waiting for to complete a special 
job. 


F. G. CALDWELL is not only man- 
aging the Houston, Tex., division of 
the Graybar Electric Co., Inc., but 
has been placed in the capacity of 
president of the Electric Club of that 
city. 

THe Lappin Electric Co., Rock- 
ford, Ill., announces the appointment 
of A. E. Strouss, the company’s 
manager, to meet with the Central 
Station Company on campaign ac- 
tivities. 

x Ok OF 


Jobbers’ Sales Activities 

ATLANTIC Etectric Co., INc., 
Norfolk, Va—A_ special drive on 
“Whirldry” washers is being con- 
ducted by this house since its recent 
appointment as exclusive distributor 
for that territory. 

McCarrery Co., South Bend, Ind. 
—This jobber is specializing on an 
industrial campaign. 

GENERAL ELECTRIC SUPPLY Corp., 
Memphis, Tenn. — “Thor” washers 
and ironers are being stressed in the 
sales activities of the southern branch 
of this corporation. 


NortH Coast Etectric Co., Ta- 
coma, Wash.—A campaign on the 
new de luxe model ‘‘Prima”’ electric 
washer has been started by this com- 
pany. This is the first time the 
model has been introduced in the 
northwest. 


Schimmel Electric Boosts 
Sales Convention 

Nearly 300 Copeland refrigerator 
dealers within a radius of 100 miles 
from Philadelphia attended the sales 
convention conducted at the Adel- 
phia Hotel under the auspices of the 
Schimmel Electric Supply Co., Phil- 
adelphia. The sessions began on 
February 27 and continued to the 
evening of February 28. The deal- 
ers were put through a series of 
courses in the various aspects of elec- 
tricai refrigeration—the mechanical, 
the sales and the financing. William 
D. McElhinny, vice-president of the 
Copeland Sales Co., called the meet- 
ing together. Brief addresses were 
also delivered by: Ben Gordon, the 
Public Ledger; J. R. Smith; D. B. 
Henry; Marion F. Moore; Frank T. 
Williams of the Copeland organiza- 
tion, and William Browning, Jr., of 
the Commercial Credit Co. 


* * * 


Delinquent Accounts 

The accompanying tabulations 
shows the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divi- 
sions, for February, 1930 as com- 
pared with the same month the 
previous year. ‘Also these figures 
are shown for the two months’ period 


of 1929 and 1930: 


Alterations Finished at West 
Philadelphia Store 
The West Philadelphia Electric 
Supply Co., Philadelphia, has fin- 
ished alterations on its main store 
at 5943 Market St. 


* * * 


Rossner Sends Representa- 
tives to Lighting Show 

Wm. Rossner, Wm. Rossner, Jr., 
©. J. Rellert and A. P. Resten- 
stock, all of the Rossner Electric 
Co., Kansas City, attended the 
Artistic Lighting Show in Wash- 
ington, D. C.s 


* -* * 


Nassor-Michaels Has a 
Birthday 

A little over 11 years ago the 
Nassor-Michaels Electrical Supply 
Co., New York, hung up its shingle 
at 167 Washington St. in a small 
hole in the wall. Business in- 
creased so rapidly that three years 
after its start the company moved 
to a three story building at 58 
Warren St. In five years the con- 
cern outgrew this location and 
settled at its present location at 
28-30 W. 27th St., within 200 ft. 
of Broadway. A branch store is 
located at Hackensack, N. J., under 
the direction of Harry Leinkram 
and his assistant Shafceh Kawash. 
This company has four salesmen 
covering the territory of Long 
Island, great New York and New 
Jersey. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
FEBRUARY 28, 1930 


NUMBER OF ACCOUNTS REPORTED 


February 
1929 1930 
348 


Division 
New York 
Middle & South’n Atlantic 
States 
New England 
Central 


187 
133 
797 


gy 2 Ip, CR 1 128 1465 


% % 
Increase Increase 
or or 
Decrease Decrease 


+60.4% +58.6% 
+59.6% 
—17.5% 
+36.7% 


36.4% 


2 months 
1929 1930 
415 656 


265 
291 
1194 


423 
260 
1632 


2951 


+42.77% 
—26. % 
+3218 7% 


429.9% 2165 


TOTAL AMOUNTS REPORTED 


February 
1929 1930 
33,239 $ 58,297 


24,390 
19,211 
131,278 


MEW NOK sac ws eea 

Middle & Southern 
Atlantic States .... 

New England 

Central 


23,343 
27,457 
75,874 


% % 


Increase Increase 
or or 
Decrease Decrease 


+75. % +88. 7% 


+ 4.5% +53.5% 
—30. % + 7.4% 
+73. %o 137,854 242,124 +75.6% 


Z months 
1929 1930 
$ 70,179 $131,639 


38,180 58,622 
38,382 41,219 





ity .) Sree $159,913 


AVERAGE 
February 


$233,176 


1929 
$153 
17 


New York 

Middle & Southern Atlantic States.. 
New England 

Central 


8 130 


+45.8% $284,595 $473,604 +66.4% 


AMOUNTS 
2 months 
1929 1930 
$339 $406 
289 275 
251 350 
230 298 


1930 
$168 


144 
165 
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|] WELL, | SURE HOPE 
}|\HE REMEMBERED 
IT THIS TIME ! 






















UP THE WALK 
NOW-AND HE'S 
GOT A PACKAGE 





























| 














NO! NO! DAD, WERE OH SURE, IGOT THE Of DAD! STOP AND THINK ! 
SURE, ! HAVE IT! BUT NOT TALKING ABOUT RADIO TUBE - SAW War ELSE WAS iT THAT 
| ALMOST FORGOT IT CANDY ! - DON'T YOU A POSTER INTHE YOU WERE GOING TO 
UNTIL 1 SAW THE REMEMBER WHAT WINDOW JUST IN Ger < 


. BIG SIGN IN 


BN 4“ . 
~ 


YOU PROMISEO US? 































NOW! WHAT COME ON FOLKS! LETS YES! DON'T you DARE Now! Lt BET you'LL 
FIX HIM SO HE JUST COME HOME REMEMBER TO GET. 


’ US THOSE OTHER 
CAN'T FORGET. BUSS LicuTs , 


YOU PRomIseD 


























IF YOU'LL JUST REMIND YOUR DEALERS TO KEEP BUSS LIGHTS DISPLAYED, 
PEOPLE WILL BE REMINDED TO BUY-AND WHEN DEALERS SELL MORE. 
BUSS LIGHTS, YOU CAN SELL THEM MORE -4WO EVERFBODYS NAPPY! 


BUSSMANN MFG. CO. ST.LOUIS 


DIVISION OF MCGRAW ELECTRIC CORP. 


tndiundual bight-1s needed the Buse url fu 
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E. J. Kelsky, president of the Keps 
Electrical Supply Co., Pittsburgh, has 
been having a busy time of it lately. The 
company is getting out a new catalog 
for the trade. The first day in May will 
mark the end of nine years of jobbing 
experience for Mr. Kelsky. 





Correction on Lamp Sales 

In the table which appeared in the 
February issue of THE JOBBER’S 
SALESMAN the figure of $72,647,000 
was given as the total lamp sales for 
1927. When this figure was origi- 
nally given, it was later corrected, 
but “slipped through” again in our 
anniversary number. Close estimates 
place the amount of lamp business 
done during 1927 at approximately 
$52,000,000. 

* * © 


One Set of Matched Clubs 

for Sale 

Rumor has it that Cecil Hutt, 
Chicago manager of the Sangamo 
Electric Co., Springfield, IIl., has 
picked up his last ball on the eight- 
eenth hole and called it a day. And 
that is indeed news, for Cecil has 
been the stumbling block to all the 
ambitious players who ever entered 
a convention tournament. 

When the Lake States Division of 
the N. E. L. A. would meet in 
French Lick Springs, Ind., it 
more or less of a foregone conclu- 
sion that he would be the finalist, 
and it was odds of three to two that 
he would take a bow and the cup. 
This reporter has floundered around 
with Cecil in those matches, jotting 
down a questionable eight or nine 
for himself while Hurtt was click- 
ing of his fours and fives with as- 
tounding regularity and so it comes 
as strange information that those 
days are gone forever. 

Van Marker, president of the Re- 
vere Electric Co., Chicago, is the 
man who has cancelled the golf 


matches. Not, you understand, by 
virtue of his being convention man- 
ager of this 250-yard driver, but be- 
cause of the, fact that Revere has 
taken on the Sangamo line of meters 
and Van has publically committed 
himself to the task of keeping Hurtt 
so busily occupied that there will be 
no time for golf. 

Of course, there is always the pos- 
sibility that Charley Horrell, sales 
manager of Sangamo, will clip out 
this little item and mail it to Hurtt 
with some such spurious remark as, 
“how come, and what about all this 
golf.” That, of course, is neither 
here nor there for it’s just a plain 
duty to print news regardless of re- 
sults. However, it’s too late now to 
kill the item so will just sit back and 
watch Revere and Van busily en- 
gaged in keeping up their threat to 
“run the pants” off of a poor guy 
whose only offense in the past has 
been winning a few cups between 
dissertations on the value of the 
lower jewel, or the lack of Hysteresis 
loss in the potential coil of a meter. 


* *x* * 


Henry Poll Returns From 
Florida Vacation 

Henry Poll, president of the H. 
Poll Electric Supply Co., Toledo, has 
recently returned from Florida much 
improved in health. This com- 
pany is taking over the second 
floor of its 512 Erie St. location 
due to the pressing need for addi- 
tional floor space. 


Loeb Hardware Interested in 
Fixture Lines 

The Loeb Hardware Co., 122 Com- 
merce St., Montgomery, Ala., has 
been carrying electrical supplies for 
about a year, putting this department 
in charge of Leonel Weill who would 
like to get in touch with manufac- 
turers of fixtures. 

* OK * 
Electra Lighting Has 
New Home 

The Electra Lighting Fixture & 
Supply Co., Poughkeepsie, N. Y., 
conducted for the past 14 years by 
Samuel Reifier, has moved to its new 
building at 365 Mill St. The new 
dwelling of the company is a two- 
story brick building, modern in every 
respect, including a new automatic 
sprinkler system. The main show- 
room opens directly off the street and 
in the rear and on the sides are large, 
well lighted offices for the members 
of the firm. Two large show win- 
dows give sufficient room for the 
display of the numerous electrical ap- 
pliances carried by the store. 

*K * * 


Excitement Down at 
Steiner Electric 

Bob Steiner, Steiner Electric Co., 
Chicago, announces a_ seven-pound 
masculine addition to his family. 
After numerous inquiries regarding 
the weight of the baby, Bob decided 
that it would be a mighty good idea 
to have a ticker specifying the vary- 
ing poundage of Bob, Jr., each day. 





Although the travelers were missing as per usual, the Cook Electrical Supply 
Co., Oklahoma City, Okla., mustered quite a crowd for this picture. This com- 
pany has carried on its business at 106 N. Lee St. for a number of years. Standing 


in the rear row are, left to right: C. W. 


Cook; D. T. Cook; J. H. Stout; Helen 


Daniel; Stella Geiger and R. S. Meston, Emerson Electric and Manufacturing 


Co., St. Louis. 


Front: F. E. Searls, new city salesman; M. L. McDowell; O. H. 


Elledge; D. A. Gipson, and C. D. Doughty. 
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BUSINESS AT FULL SPEED 


PEED, of course, is a purely relative term. 
Only a little beyond our ken an Atlantic 
crossing was a hazardous matter of months— 
now it is a week-end jaunt. Where then com- 
munication with Europe was by letter only and 
occupied weeks of time—today one may lift his 
telephone receiver and in but a few moments 
talk with a particular individual across the water! 
The gentleman at the slope topped desk, la- 





No. 3961 


THE BRYANT EL 


No. AA13 


PHILADELPHIA 





boriously scratching entries with his quill, prob- 
ably developed all the speed that his operations 
required. Since then, however, business has been 
speeded to the point where, to handle it effec- 
tively, the modern office is electrically equipped 
as to lighting, dictating, telephoning, automatic 
calculating, ventilating—even as tocleaning. Elec- 
tricity’s part has been vital in the keying of busi- 
ness to this modern pitch. 








Bryant's contribution to the modernizing 
of methods has been in the development of 
“Superior Wiring Devices” . and to 
such an extent as to build and keep busy 
continuously for over forty years the larg- 


est factory making such devices exclusively. 











CHICAGO 


SUPERIOR | 
WIRING DEVICES / 





ts 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 


CONNECTICUT,U.S.A. 
SAN FRANCISCO 
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This was snapped on a Monday morning sales meeting of the Great Northern 


Electric Appliance Co., Minneapolis. 
tures in THE JoBBER’s SALESMAN before. 


Some of these fellows have had their pic- 
Left to right are: 


A. J. Newman, sales 


manager; J. C. Chillingsworth; A. C. Kacher; G. C. Bymer; E. C. Ellenson, 


and Bill Wintheiser. 





Dauphin President 
Passes Away 

John S. Musser, president of the 
Dauphin Electrical Supplies Co., 
Harrisburg, Pa., since its incorpor- 
ation in 1907, passed away at his 
home in Lemoyne after an illness 
of some months. 

Mr. Musser’s history is a history 
of things electrical in the central 
part of Pennsylvania and he was 
lznown for his influence in the state 
for better jobber relations. He 
was past president of the Penn- 
sylvania State Association of Elec- 
trical Contractors and Dealers 
and was also active in credit work. 

a 


N. E. W. A. Executive Com- 
mittee Holds Quarterly 
Meeting 

The regular quarterly meeting of 
the executive committee of the Na- 
tional Electrical Wholesalers Asso- 
ciation was held February 24 and 25 
at New Orleans. The minutes of the 
meeting are in the hands of the print- 
er but, briefly, they read as follows: 
the General Electric Supply Corp. 
transferred 12 main house member- 
ships to associate memberships; The 
Graybar Electric Co., Inc., took out 
two additional associate memberships 
at Cincinnati and Detroit; the mem- 
bership of the Electric Appliance Co. 
at Chicago was transferred to New 
Orleans; Arch McKay of McNaugh- 
ton-McKay Electric Co., Detroit, and 
E. M. Graham of the National Elec- 
trical Supply Co., Washington, D. C., 
were appointed to serve on the execu- 


tive committee until the next division 
meeting in place of M. J. Wolf and 
E. C. Graham, resigned; W. J. Kran- 
zer of Crannell, Nugent and Kranzer, 
New York, was appointed a member 
of the committee on committees; J. 
G. Johannesen, of the General Elec- 
tric Supply Corp., New York, was 
appointed chairman of the merchan- 
dising division; a report of the com- 
mittee on ethics and desirability of 
Central Station merchandising was 
read, approved and ordered presented 
to the convention at Hot Springs in 
May; progress reports of the trade 
practice conference committee, and 
the department of commerce study 


were received and further reports 
are scheduled for the May conven- 
tion; a sufficient number of members 
voted in favor of the continuance of 
the power apparatus and associated 
lines division to warrant the execu- 
tive committee in authorizing this di- 
vision to continue to function, and 
the managing director was authorized 
to proceed with the creation of a 
modest research laboratory to secure 
and furnish to members information 
regarding the most economical meth- 
ods employed by the members in their 
selling, warehousing, accounting and 
administrative departments. 


* * * 


Tampa Westinghouse Divi- 
sion Holds Sales Conference 

Manufacturers’ representatives 
presented the 1930 plans, policies and 
products of their respective firms at 
the annual sales conference held by 
the Westinghouse Electric Supply 
Co., Tampa, Fla., at the Floridan 
Hotel during the latter part of Feb- 
ruary. This marked the company’s 
initial meeting under the new set-up. 


* * 


Captain Manhattan Team 
Takes Fatal Leap 
Kenny Hoffman, captain of the 
Manhattan Bowling Team in the 
Electrical League, is now a married 
man. Kenny, who is with the Man- 
hattan Electrical Supply Co., Inc., 
St. Louis, took the fatal leap on 

February 19. 





ELECT? tc: SUPPLY 


x Ce 
“fea 


The Commercial Electric Supply Co., Grand Rapids, Mich., is going great guns. 
An appliance campaign was being staged when this picture was taken. Manager 


Leitch was missing, being out in territory following said campaign. 


In the last 


row, left to right are: Charles J. Connelly, Detroit office, in charge of industrial 
sales; H. Swifink, stock room; B. Baar, shipping clerk, and R. Miller, radio service. 
Front: William Winn, stock clerk; A. Nelson, new industrial specialist, formerly 
with Westinghouse in Grand Rapids; Miss Sckule, office, and Herman Roetman, 


service manager. 
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Sales Service ~ More Sales! 


Know what yousell. Know & Panelboards better, for instance, 
so that your customers learn to look for accurate, practical help 
from you. When they get it they buy. You will find that con- 
centration on & Panelboards brings more profitable results, 
larger volume and more dependable customers because the 


order for staples usually goes with the €( Panelboard order to 


the salesman that “knows how.” 





Knowing how is a matter of thought, of study and of applica- 









tion. We help you if you indicate that you are alive to progress 





ee ee eee eee 








and bigger volume. 





Ask the nearest & man for information. 
Work with your customers to aid the better- 
ment of the wiring job, Send for the @ Cata- 
log No. 45. Think and work—you'll win. 


Arank Adam 


ELECTRIC COMPANY 














ST. LOUIS 
DISTRICT OFFICES 
Atlanta, Ga. Denver, Colo. Minneapolis, Minn. San Francisco, Calit. 
Baltimore, Md. D : Seattle, Wash. 
B M etroit, Mich. New Orleans, La. Tulsa, Oki 
oston, Mass. ; ulsa, a. 
Buffalo, N. Y. seckenmertiny Fla. New York, N.Y. Rin Can: Sf 
Chicago, III. Kansas City, Mo. Omaha, Nebr. Toronto, Can. 
Cincinnati, Ohio Los Angeles, Calif. Philadelphia, Pa. Vancouver, Can. 
Dallas, Texas Memphis, Tenn. Pittsburgh, Pa. Winnipeg, Can. ~) 
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FretzMoon 








| 





« BUILDING 
FUTURE BUSINESS 


The only way to make money in the supply 
business is to sell a uniformly good product 
whose past sales build future volume. 


Fretz-Moon Conduit meets the needs of con- 
tractors on every score. It is always of the 
same high quality and finish. It works 
easily. It cuts down time on jobs. 


Sales of Fretz-Moon Conduit are in- 
creasing. You can find out how to get 
your share of the business to be had by 
letting us give you details. 


FRETZ-MOON TUBE COMPANY, INC. 


BUTLER, PA. 


| undoubtedly unique. 
| been many contests in which the 


| pany, just let them try it.” 
| then the fun began. 








Farris L. Morton was elected secre- 
tary of the Mine and Smelter Supply 
Co.,~Denver, at a recent meeting of the 
board of directors. Joining this con- 
cern in 1920 as a price clerk in the Salt 
Lake branch, Mr. Morton was trans- 
ferred to the San Francisco branch of 


| the company as assistant to the man- 


ager. Three years later he was brought 
to Denver and at the first of the year 


| was elected assistant secretary of the 
| company. 





Shake Hands, Take Your 
Corners 
The Northland Electric Supply 


| Co., Minneapolis, has just com- 


pleted a radio sales contest that is 
There have 


dealers of a wholesale house have 


| competed for prizes on the basis 


of the largest sales. In this case, 


| however, the contest was a knock- 
| down and drag-’em-out battle be- 
| tween two dealers. 


It happened thusly. Mr. Otter- 


/holm of the Peyer Corp. in St. 


Paul challenged Mr. Hawley of 


| Hawley, Inc., in Minneapolis to a 


sales contest on Kennedy Radio 
sets. Mr. Hawley accordingly ac- 
cepted, and with his acceptance 
held the following defy: “Any time 
any St. Paul retail radio store 


| thinks they can sell more Kennedy 


radios than our Minneapolis com- 
And 


Dave Ford and G. F. Wheaton 
of Northland were so well pleased 
at the prospect of this contest be- 


| tween the friendly enemies, that 
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N° 771 


COMBINATION {- 








Sell this thought for wiring 





To guard against 


hazards of heat- kitchens, laundries, dining rooms, 


bedrooms . . . Here's the signal 
of SAFETY wiring. Bullseye lights up 
RED while current is “ON” in Receptacle. 


ing appliances left 


“ON” 








Safeguards homes against overheating of heating 
units in electric flatirons, curling irons, heating pads, 
toasters, cookers.... ARROW 7711” comes to hand 


as a warning device of neatest appearance. Bullseye FLUSH 








with Receptacle; no projection... . With brass plate, or molded 
” Arrotex”’ with ribbed surface and art border. Freshly modern in style 


and function. You can recommend this new device as proof of careful 





wiring and foresighted planning. Talk it as your “leader” on your next calls! 


ELEGTRIC DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC CO. 
HARTFORD,CONN. 
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they immediately outlined a set of 
rules and offered prizes. The con- 
test lasted from Monday, October 
14, until Saturday evening, Decem- 
ber 28, with every salesman of the 
two radio stores eligible in the 
competition. 

To make it more interesting, the 
thing was launched as a football 
sales contest with every sale 
counting as a touchdown. Weekly 
prizes were given based on results 
up to 9 P. M. of each Saturday. A 
list of salesmen winning these 
weekly rewards was kept posted 
in beth stores. A wire was strung 
the entire length of each store, 
and on this was hung the players 
| in their respective order of sales, 
| with the man having the greatest 
| number of touchdowns in the lead. 
| The idea for the grand prize was 
_ a knock-out and Saturday evening, 
| December 28, a dinner was held 
| for all the contestants. However, 
| all of said contestants did not re- 
ceive the same quality of food. 
| The three highest men of the win- 
| ning organization had chicken and 


all the rest regaled themselves 
—and that means fan weather.) yi, good old Army beans. To 


That’s the reason why you’ll want | make it still worse, the “bean eat- 
to put the pressure on right now to | ers” had to kick in for the entire 
get those Emerson Fan contracts at | —— 
once. 























—~ 





Attractive new sales helps for 1930. | 
The old reliable 5-year guarantee. | 
A peppy new 8-inch Emerson Jr. | 
oscillator at $12.50. | 


— 


We’re shooting out some big Emer- | 
son broadsides to your dealers this 

month to help you “close” when | 
you call. | 


Let’s go! 


The Emerson Electric Mfg. Co. 
2018 Washington Ave., Saint Louis 
806 W. Washington Blvd., Chicago 

155 Sixth Ave:, New York City 


J. M. Baker, recently elected assist- 
ant secretary of the Mine and Smelter 


j" 4 if ih Supply Co., Denver, has been associ- 
4 MERSON ANS ated with the company since 1927 as 
@ ‘Zh ' accountant in the Marcy Mill depart- 
ei SS ian ment. He is a native of Memphis and 

: Ww before coming to Denver was connect- 
the 5-Year Guarantee ed with the Standard Oil Co., of 


Louisiana. 
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JPIRESTONE engineers have perfected 
a Friction Tape that is positive 
protection . . . that sticks and stays 
. . . that forms a practically one-piece 
insulating jacket which is leak-proof, 
dust-proof, oil-proof ... that has 
superior resistance to heat, cold 
and moisture . . . that defies age. 


Here is the most economical 


tape you can buy at any price, 





for it is known throughout 
the electrical industry as 
the long-life friction tape. 
Let us send you specifi- 
cations and prices. 
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An Open Letter to Jobbers 


and Jobbers’ Salesmen 


Re: Adequate Wiring 
In an article entitled, “Does the Code Affect Ade- 


quate Wiring?” which appeared in a recent issue of 
the Electrical World, A. Penn Denton, Engineer Director 
of the Armored Conductor and Metallic Flexible 
Conduit Section, N.E.M.A., says: 


“Had we, (meaning the electrical industry) sold 
the convenience, comfort and beauty obtainable 
with the sufficient copper, and outlet capacities 
that have so long been needed and actually 
wanted by the average buyer of electrical service, 

° 4/ 
adequacy would already be in popular demand. 


“Adequate wiring’ will be the subject stressed in 
our future advertisements to your customers, the 
contractors—pointing out to them the many markets 
that are practically unworked—markets such as 
selling more outlets to conveniently take care of 
the various appliances required in the modern 
home. 


This creative work comes under the head of co- 
operation which we give the jobber to help make 
his distribution easier. 


The handling of A. C. L. Co. “Better Wiring 
Materials’ assures the jobber of a profitable 


business in these lines for 1930. 


American Circular Loom Company 


90 West Street NG) New York, N. Y. 


OFFICES IN PRINCIPAL CITIES 











The new quarters of the H. I. Sackett 
Electric Co., 173-175 Elm St., Buffalo, 
N. Y., contain 28,000 sq. ft. of floor space 
and are of semi-fireproof construction. 
An entrance in the rear affords plenty of 
parking space for customers. The first 
floor is mezzanined, giving double space 


| for broken package stock and making 


possible quick, efficient counter service. 


| The second floor has been transformed 
| into a fixture display room and the other 


two, floors and basement are devoted to 


| storage of equipment and supplies. 





feast. The contest was made still 


| more interesting by W. B. Nevin, 
| general sales manager of the Colin 
| B. Kennedy Corp., who had $75.00 
| as intermediate prizes, to be split 
| fifty, fifteen and ten, between the 
| three highest men. 


* * * 


| Chase Making Extensive Trip 


Samuel A. Chase, special represen- 


| tative of Westinghouse, Mansfield, 
| O., is making an extensive trip 
| through the southwest. Among the 


talks he is giving is one at the 12th 
annual convention of the Oklahoma 
Utilities Association on “Our Mutual 
Problems”; one at a meeting of the 
Tulsa Electric League on the subject 
of “Home Modernization,” and one 
at the annual meeting of each of the 
Electric Leagues in San Antonio, 
Galveston, Houston and Beaumont 
on the subject of “Selling the Elec- 
trical Idea to the Public.” 
so 


Westinghouse Branch Ar- 
ranges Complete Lighting 
Display 

Arrangements are being made by 
the Westinghouse Electrical Supply 
Co., Oklahoma City, Okla., for a 
complete lighting display in its show- 
room. The display will cover com- 
mercial, industrial, residential and 
floodlighting. 
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Sells like 4 
itCOOKS %#; 
-- faster 
easier. 














Bak-O-Grill 


offers a new method of cooking—in and over oven 
drawer. 


Bak-O-Grill 


is the first and only electric appliance selling at a 
popular price that has the capacity to cook hurry- 
up breakfasts—eggs, bacon, toast and coffee at 
one time—after bridge luncheons; sandwiches and 
tea for all—late suppers; steaks, chops, biscuits, 
and vegetables. 


Bak-O-Grill 


Cooks with a new perfection. More efficient de- 
sign and construction assure that. Plugs in any 
wall outlet. Simmering to intense heat at snap of 
switch. Chromium finish. Every advantage of an 
electric range—without its bulk or unnecessary 
capacity — for only $23.50 (slightly more west of 
Rocky Mountains). 


That’s why dealers rate Bak-O-Grill as the year’s most 
important quick cooking, quick selling appliance. 






























We tell every dealer so that you can sell every dealer. 


NATIONAL ENAMELING & STAMPING CO., Inc. 
28 TWELFTH STREET MILWAUKEE 













Capacity for six. 


NESCO Bak o-Grill 


Cooks /z and Over Oven DRAWER 
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=—— ITs 
revolutionar 


HusseLt presents with pride this 
new Convenience Outlet. In ap- 
pearance, convenience and me- 
chanical perfection it is a distinct 
achievement in wiring devices. 





UNIQUE SLOT-FINDERS—New Bakelite face of modernistic design 
Its features are revolutionary. incorporates unique Slot-Finders. A noteworthy convenience. No 


groping. Blades find their slots automatically, quickly and surely. 
From the solid composition base 
to the unique Bakelite face, noth- 
ing has escaped improvement. 
The most severe tests prove it a 
superior outlet, and it carries the ONE-PIECE CONTACT SPRING—Guarantees perfect alinement and 

o positive electrical connection. Made of finest phosphor bronze. 
full approval of both Under- 


writers and Hubbell. 


Go over the details given here. 
Note the simple, advanced de- 
sign... the perfection in each of 
the parts. See the advantages 
offered by this new outlet. Made 





in both Single and Duplex types. A—NEW SOLID COMPOSITION BASE, moisture-proof, eliminates 
the fibre back which is objectionable under certain conditions. 
HARVEY HUBBELL, INCORPORATED B—BETTER WIRING AND INSULATING FACILITIES. Larger screws to 
BRIDGEPORT...CONNECTICUT hold No. 10 wire when desired. Binding plates and screws are in 
deep pockets with heavy side bosses of composition, well protected 
Boston Mass., 176 Federal Street; Atlanta, Ga., H. C. Biglin, 138 and insulated from side of wall and box. Wide Bakelite barriers 
Marietta Street; New York, N. Y., 122 E. 42nd Street; Chicago, Ill., insulate wiring cavity from face plate. Tapped bushing for plate 


318 W. Washington Street; Denver, Colo., T. H. Bodfish, 1109 Broad- 

way; Philadelphia, Pa., Fifth Street, Phila. Bourse (Exhibition Dept.) 

San Francisco, Calif., 390 Fourth St., Garnett, Young & Company 
ece 


screw is grounded to mounting strap, thus grounding the plate. 


C—MOUNTING STRAP LOCKED TO FACE, for greater strength 
and rigidity, and more accurate spring alinement. 
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Spring Meeting of 


Missouri River Club 

"THE spring meeting of the 
Missouri River Club will 

be held at the Elms Hotel, Ex- 


celsior Springs, Mo., April 17 
and 18. The program has not 
as yet been announced. 














Department Manager 
Available 
A department manager with 12 
years of experience in charge of the 
. appliance and radio departments of a 
Picture lighting offers Chicago wholesaler is available for a 
you another opportunity position. Has had entire charge of 


of adding a nice piece of sales, dealer contact, publicity, sales 
8 P promotion and buying. Is especially 


business — See Day Brite | fitted to organize new department for 
catalog No. 8, pages 17 to | a wholesaler, to do dealer contact 
5 ; | work, to handle house organs and 
21, for the complete line. publicity for a radio manufacturer, or 


If you do not have the to act as assistant to a wholesaler or 
manufacturer, whose time is too val- 


catalog, write for one to- _ uable to be constantly wasted in 
day—and get some of | watching the details of his business. 
_ For further information, address the 


this business. Editor, THE JoBBER’s SALESMAN. 
* * x* 


E. E. Brazier to Manage Gen- 
eral Electric at Denver 

E. E. Brazier, who for the past 10 

years has been sales manager of the 

General Electric Supply Corp. at Salt 

Lake City, has been promoted to the 

position of division manager for that 

company at Denver. He succeeds 

John J. Cooper, who has resigned 

to become manager of the Inter- 

Mountain division of the Hurley 

herd N? 720 J — N? & _ Machine Co. 

W. O. Smith will succeed Mr. 

| Lake City. Mr. Smith formerly held 

; . | the position of regional specialist in 

The accompanying drawing illus’ | the General Electric merchandise de- 

trates the Day-Brite wall hanger | partment with headquarters at Salt 

for April—it illustrates the pic’ | Lake City. J. Harry Christensen of 

ture reflector—a good chance to | Salt Lake City, has been made ser- 

impress this item on your cus: | Vice manager of the Denver division, 

tomers. Be sure and hang this | Succeeding Lester B. Johnson, who 


has resigned to become associated 
7 ie a = ae td —_ : with the Chicago merchandising di- 
you do not receive these sell’ | vision of the General Electric Co. 


ing helps monthly, write us | * Ok Ok 

and we will see that youre = py Koogle Joins B. and R 
ceive future copies regu’ a 
The B. and R. Electrical Supply 

Co., Denver, has taken into its or- 

ganization L. H. Koogle, who will 

act in the capacity of secretary and 

sales manager. 
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The Chicago Plants of Armour and Company. Completely Equipped with TRICO Renewable Fuses 


RMOUR Chooses TRICO 


Renewable 
When a world-renowned institution like Armour 


and Company chooses TRICO Renewable Fuses 

for electrical protection in its stupendous plants US 
everywhere, it means more than just another 

order for TRICO. It means the addition of an- They’re ‘‘Powder-Packed”’ 
other mark of recognition from an industry whose 


rigid requirements are a test for the best. 


TRICO Fuses were adopted because they are 
dependable, economical, and highly efficient. 


Money-Saving TRICO Factors 


No Premature -Blowings 
No Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


And they cost no more than other 
makes of renewable fuses 





Approved by Underwriters 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 











RENEWABLE FUSES—FUSE PULLERS - 
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® THERE'S 
KNUCKLE ROOM 
© TO SPARE IN ¢ 


MURRAY 





MURRAY 


SATET Y 


SBwilt CHES 


Plenty of knuckle room in Murray Meter 
Service Switches! That’s the feature that 
makes them so popular, and so easy 
to sell. 

Modern in design and so constructed that safety 
is one of their chief characteristics so much 
appreciated by your contractors. Increasingly 
profitable and easy to sell that’s the 
Murray line—your best bet for 1930. 


SAFETY SWITCHES 
Meter Service Switches 
Entrance Switches 
Meter Test Blocks 


Accessories 


OUTDOOR METER BOX 
RANGE SWITCHES 
TRANSFORMER CABINETS 
BRANCH CIRCUIT FUSE ATTACHMENTS 


MURRAY 


MURRAY 
OF PH?PO SmZ 


q) 


USE THE 
COUPON 


v 


sMETROPOLITAN 
= DEVICE GORPORATION 


% 1250 ATLANTIC AVENUE 
“BROOKLYN: NEW YORK 


SEND NEW MURRAY SAFETY SWITCH CATALOG 


MURRAY 














Three factors—manufacturing, whole- 
saling and contracting—are represented 
in this group standing before the Caro- 
lina States Electric Co., Greensboro, 
N. C. Reading from left to right are: 
T. D. Mitchell, district sales manager, 
Steel and Tubes, Inc.; J. H. Brice, serv- 
ice manager; W. R. McGinn, salesman, 
and H. O. Bryan, Bryan Electric Co., 
High Point, N. C. 





General Electric Opens 
Branch 


An Atlantic City branch was of- 
ficially opened by the General Elec- 
tric Supply Corp., on March 15. 
This office will take care of the busi- 
ness coming in from the south Jersey 


section. 
* * x 


Fred Eiseman Returns From 
Southern Trip 


Fred Eiseman, secretary and trea- 
surer of the Revere Electric Co., 
Chicago, has recently returned from 
a four weeks’ trip to all points in 
Florida and Cuba. During the jour- 
ney, Mr. Eiseman took several thou- 
sand feet of movie film covering the 
main points of interest. He reports 
meeting many jobbers in Miami and 
Cuba. 


* * * 


Recent Events at Chicago 
Electric Association 


Ralph S. Steffens, newly appointed 
manager of the Electric Association, 
Chicago, took up his official duties on 
March 10. Mr. Steffens comes to 
the Association from the Northern 
Trust Co., Chicago. 


A farewell party was tendered to 
R. Bourke Corcoran by the staff of 
the Electric Association on Thurs- 
day, March 6, at the Inter-fraternity 
Club. Mr. Corcoran was presented 
with a traveling clock by the staff 
and with a pen and pencil set by the 
members of the West Suburban di- 
vision of the Electric Association. 
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Consider the improvements in ironing. The old flat-iron 
heated on the stove — next the electric iron that was always 
too hot or too cold with no automatic adjustment — then the 
semi-automatic iron which still leavesthematterof heatcontrol 
more or less up to the judgment of the operator— NOW the 

Proctor, fully automatic, the latest, greatest and most exclu- 
sive development in ironing that the world has ever seen. 


The Proctor regulating dial banishes all guess work — 
tells you exactly where to set it to get just the proper 
scientific temperature to iron “silk”, “wool”, “cotton”, 
“linen”. It is an automatic finder that holds the 
heat at the indicated temperature automatic- 
ally cutting off when the iron gets too hot, 
cutting in the current as the iron cools. A 
sales advantage that is far ahead of any- 
thing yet developed. 





0 
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The Proctor Dial Tells the Proper Scientific Ironing 
Temperature for Every Fabric—And Sells on Sight 





Aton hae * 542g = 


ATIC- 












IN FEATURES THAT BRING 
AUTOMATIC SALES 





The full automatic features of the Proctor relieve the worry 
of over-heating, scorching, burning. Besides all this, the 
Proctor is a beautiful iron in perfect balance with extra large 
ironing surface, convenient heel rest, fully cooled handle. 


The Underwriter’s Laboratories, Good Housekeeping In- 
stitute and other authorities have vunqualifidely en- 
dorsed this iron while every user praises it to the skies. 
It is doubtful if any finer iron could be built but if it 
were possible — Proctor with its long experience and 
large resources would be the first to introduce it. 
Tie your sales program up with Proctor profits, 
write for literature and complete sales 
plan. 












PROCTOR & SCHWARTZ ELECTRIC COMPANY, 
7th Street and Tabor Road, Philadelphia, Pa. 
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rewiring with Non-Metallic 


Sheathed Cable 


There are hundreds or thou- 
sands of these houses in your 
community. Houses built fifteen 
or twenty years ago — in what, 
at that time, was the “best” resi- 
dential section. 

Now, they are in the “near-in” 
section — convenient — fine old 
trees—usually the paving and 
sewer taxes have been paid up 
—in fact, desirable in many 
ways. But—the houses are an- 
tique according to modern 
standards. They would rent eas- 


ier with adequate wiring... Here’s 
a fertile field for enterprising 
contractors. “Zoning” laws in 
most cities are protecting these 
sections from further deprecia- 
tion and making remodeling a 
safe investment. 

Get these jobs with Non- 
Metallic Sheathed Cable! 

You can guarantee a safe, 
neat, speedy job with Non- 
Metallic Sheathed Cable. And 
you can guarantee yourself more 
profit. 


For further information, write to any of the Licensed 
Manufacturers listed below, for the booklet—“ Where 


and How to 


Use Non-Metallic Sheathed Cable” 
















American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 
National Metal Molding Division 


National Electric Products Corporation 


Rome Wire Company 
[Division of General Cable Corporation 


The Wiremold Company 


Triangle Conduit Company, Inc. 











The above Manufacturers are Licensed under Non-metallic Sheathed 
Cable Patents number 1439323; 1520680; 1203788: 1673752. 


a 


SHEATHED CABLE / 
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Are you putting 
& 
Diehl Fan Sales Helps 


to work for you? 


T is fine to know that in 
handling the complete 
line of Diehl Fans you are 
enabled to supply a fan for 
every ventilating need— 
every month in the year. 


But you are passing up a 
real opportunity for pro- 
moting sales if you haven't 
arranged to provide your 
dealers with Diehl window 
displays, posters, envelope 
enclosures and all the 
other available sales helps 
which are your silent sales- 
men—real producers—and 
yours for the asking. 


Don't wait until hot 
weather arrives. Write us 
your requirements now so 
your dealers will be pre- 
pared when the summer 
fan buying starts. 


A Fan for Every 
Ventilating Need 




















DIEHL FAN 








Diehl 


Manufacturing Co. 


Electrical Division of 
THE SINGER MFG. CO. 
Elizabethport New Jersey 
Atlanta Columbus Philadelphia 
Boston Dallas Pittsburgh 
Chicago New York St. Louis 

















Graybar News From Texas 


Lawrence Merchant, formerly 
service supervisor in the Ft. 
Worth office of the Graybar Elec- 
tric Co., Inc., has been transferred 
to Houston as city salesman under 
F. D. Caldwell. A new salesman, 
R. L. (Bob) Norton, formerly lo- 
cated at Shreveport, La., has re- 
cently been added to the organiza- 
tion. 

Sales manager Matthews of the 
Dallas Graybar house likens J. E. 
Coad to the traditional veteran fire 
horse who just can’t be happy any- 
where but inside the harness. En- 
tirely of his own volition, Mr. 
Coad asked to go back on the 
street, calling on the trade. So he 
left the position of supply special- 
ist and is again making his rounds. 


Ralph Broyles goes from the 
merchandising department at Dal- 
las to take charge of merchandis- 
ing at the San Antonio house in its 
trade territory and on city sales. 

* * * 


New Officers Lead El Paso 
Electrical League 


At the recent annual election of 
the Electrical League of El Paso, 
Tex., the following officers were 
chosen for the ensuing year: presi- 
dent, L. H. Reynolds, owner of the 
Reynolds Electric Co.; vice-presi- 
dent, D. U. Gaston, local manager, 
General Electric Supply Corp., and 
secretary-treasurer, J. H. Warden, 
sales manager, El Paso Electric Co. 
In addition to the officers named, the 
board of directors includes P. M. 
Marshall of the sales force at the 
General Electric Co., and George 
Cook, owner of the Cook Electric 
Co. C. M. Mackey, the retiring 
president, was presented by the mem- 
bership with a double desk pen set. 


* * x 


Canadian Jobber Adds Elec- 
trical Lines 


The Spotton Engineering Co., 51 
Yarmouth St., Guelph, Ontario, a 
house which has been in the radio 
jobbing business since 1922, has 
added about six electrical appliances 
to its radio line. The company in- 
tends to handle electric washers, 
vacuum cleaners, rangettes and 
ranges and possibly to enter the field 
of ironers and electric refrigerators. 
On some of these lines the company 
is still open for representation. 
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BENJAMIN EQUIPMENT FOR LIGHTING 
Recreational and Other 


OUTDOOR AREAS 


Now is the time when the lighting of recreational 
and other outdoor areas is being given favorable 
consideration. 





Schooland park playgrounds, bathing beaches, swim- 
ming pools, tennis courts, horseshoe pitching pits, 
football fields, race tracks and similar athletic and 
recreational areas are waiting for the advantages of 
lighting in towns and cities all over the country. 


The same high lighting efficiency and sturdy weather- 
proof characteristics that make Benjamin equipment 
adaptable to the lighting of recreational areas make 
it especially useful for the lighting of barbecue 
stands, dancing pavilions, boardwalks, and for every 
phase of farm and rural district lighting. 


Send for full information 
on Benjamin equipment 
for the Perse of 


recreational and other 
outdoor areas. 


Benjamin Electric Mfg. Co. 


Des Plaines, Illinois 
(Chicago Suburb) 


Divisional Offices and Warehouses: 


NEW YORK 
247 West 17th Street 


CHICAGO 
111 No. Canal Street 


SAN FRANCISCO 
448 Bryant Street 
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The Lee Electric Co., Baltimore, has 
some new officers. They are: Frank 
Granlund, treasurer, at the left; Bernard 
Langeluttig, president, and R. P. Auer, 
vice-president. Mr. Langeluttig has re- 
cently been elected president of the Monu- 
mental City Bank. 





Roosevelt Company 


the WARY Improves Radio Department 
The radio service department 


quarters at the W. A. Roosevelt Co., 


La Crosse, Wis., have been enlarged. 
S One of the new features installed is 
NYA yyy a sousidproof rodea which avill elim- 
inate the noises which formerly dis- 


turbed. the adjacent departments. 


More performance and _ less This company is also inaugurating a 
ay a ee new “over the counter” replacement 
I gi Gus CRESCENT policy on radio tubes. 


of industry today. Wire and Products oe Gir 
“Crescent” National Electric | 


cable that can point to an en- Code Rubber Covered Wire How a Jobber’s Salesman 


viable record of aeccomplish- Intermediate Grade Rubber Cov- | Made Me a Specialist 
ment, as Crescent products do, “Imperial” 30% Rubber Cov- (Continued from Page 16) 


. ‘ ered Wire and Cable. i a. ® og . 
meet that demand and in doing (Gena Sak Meh Mites | goods can dig it up for him; also he 


a iigceieaieais ae epee and Cable. 'can keep the contractor posted on 

Ss ste s rs “ ” : : ; P 

: lee ’ oon i eee Mm ae | changes and new devices, for which 

produces profitable repeat busi- Braided. | he is fairly hungry, because they help 
° ° ° “Crescent” A.B.C. Armored | ss f iy y 

ness. High quality is at the Rushed Cable. _ him to do increasingly better work. 


“Crescent’’ Lead Covered Ar- The cer ae r 
bottom of all Crescent perform- mored Cable. | lhe second is selling help. The 
**Crescent’”’ Flexible Metallic | contractor, i may Say so, 18 a 


ance and is your assurance of Conduit. creator, and as such he is apt to 


. — a All Kinds of Special Wires : ‘ E 3 x 
user satisfaction. oid dations be more interested in the job itself 


than in selling. The jobber salesman 
can not only help his contractor sell 
more on the job in hand, but he can 
suggest places where new business is 


to be found. He gets in contact with 

“ates } | a large number of places or other 

RE E D\ex==$ | business and it is no reflection on the 
\ contractor to say the jobber salesman 

¥ fy fi hi S bstz ti ] c f 

Insulated Wire and lable LO. | j can nd him a subs an lal amount oO 

mw business every year. This is especially 

CRESCENT ARMORED WIRE CO. — true where the contractor is a special- 
TRENTON N.J. 











ist. 
The third thing to be stressed by 





Forty-one Years of Knowing How in Every Crescent Product 
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COMPETITIVE 
«\ PORCELAIN 


RECEPTACLES 





N° 7718 





For Fixture Assemblies i) 
<< => 


and general uses for a 
LOW-priced Receptacle 


N©7720 ~ j 
LOW -priced Receptacles for highly practical work; Wrrerpi 


help your customers keep down wiring - costs and 





© 
still keep Reliability . . . H & H Receptacle with screw wadinieae 


terminals for through wiring: No. 7718. With con- 
cealed terminals for through wiring: No. 7720. With _ J \ : 
9” wire leads of No. 14 stranded rubber-covered wire: acts 


No. 7721. With 9” wire leads of No. 18 stranded rubber - 


covered wire: No. 7722... All the “makings” of __ EO 


fast sellers with a minimum of sales-work, once introduced. 





NO 7722 


HART Be HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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CONTRACTORS KNOW 


They are unexcelled for 
Combined Switch 
and Meter Installation.. 


Jobbers, your contractor friends know that Wadsworth 
Metal Meter Boards are better. Made of one piece 
formed steel, they assure rigidity, strength and dura- 
bility. They will not warp, buckle, shrink or twist... .. 
far superior to wood boards. Write today for catalog 
on this line and on the Wadsworth line of Safety Meter 
Switches. 


THEY 
SELL 
EASIEST 


Catalog No. MB2 with 

accessible Fuse Switch 

and Branch Circuit. 
Cabinet attached. 


Cat. No. MBI 








TRICMFGE Inc. 


ntucky. 


The WADSWO 
Covingt 








WADSWORTH 


STANDARD 
METAL METER BOARDS 





the jobber salesman is service. Service 
of the highest order on all material, 
machinery, and so forth, sold by him 
to go into the contractor’s jobs, i 
necessary if he wants to increase his 
own volume and help his contractor 
get repeat business. Delays and 
errors are costly to all concerned, 
hence the salesman must keep a sharp 
eye on his orders to see that the right 
articles are on the job at the right 
time. He cannot even wait until 
somebody falls down, but must antici- 
pate the needs of the work and have 
advance information as to when ma- 
terial will be delivered. 

All of the above applies to the 
period during which the specialty is 
being developed. Naturally, after a 
contractor has been concentrating for 
years he needs little or no help ex- 
cept on service, the need for which 
never stops. The idea is that any live 
jobber salesman can give lots of as- 
sistance to any contractor who is 
working up a specialty. 

When, after stating that I started 
with every kind of wiring, I say that 
75% of our work today is power, 
many will wonder how this could be 
accomplished in a few years. I refer 
them to an old stunt where we took 
a bunch of very small marbles and a 
few very large ones, put them in a 
bow! and shook them up. The large 
ones, believe it or not, would come to 
the top every time. So if you con- 
centrate on one specialty in contract- 
ing, it will crowd out the petty things 
invariably. And the right kind of a 
jobber salesman can be just the best 
little shaker I know of if he wants 
to hustle. 





William G. Skelton, salesman at the 
Johnson Electric Supply Co., Cincinnati, 
is always being “kidded” about his red 
hair by contractors and electrical dealers 
but he evens the score by making them 
‘follow through” with orders. 
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N° CONDUIT has such a background of 
performance or can show such a con- 
sistent volume of repeat sales as Youngstown 
Buckeye Conduit. It is by no means a co- 
incidence that one sale almost inevitably leads 
to another sale, and still more sales—it is the 
natural result of sheer merit, the public’s reward 
for unfailing conduit performance. 


This is a feature that means easier first sales 
and a steadily mounting repeat volume for 
jobbers. It is easier for them to sell Youngs- 
stown Buckeye Conduit because it is so well 
and so favorably known; it repeats because it 
affords permanent protection onany wiring job. 


There is only one Youngstown Buckeye Con- 
duit—the conduit that is pre-sold for you and 
re-sells itself. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper steel, under 
the well-known and established trade name “‘Copperoid” 


General Offices -YOUNGSTOWN, OHIO 


GALVANIZED SHEETS PROTECT ~ “ SAVE WITH STEEL 
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A BUILDER OF REPEAT VOLUME 





eel The Holland Plaza Ter- 


minal Bldg., New York 
City, in which the electri- 
cal wiring throughout is 
permanently protected 


*) with Youngstown- Buck- 
~ eye Conduit. 


Architects — 
BUCHMAN & KAHN 


Builders — 
SHRODER & KOPPEL 
Electrical Contractor — 
ENERGY ELECTRIC Co. 


DISTRICT SALES 
OFFICES 


ATLANTA—Healy Bldg. 
BOSTON—80 Federal Street 
BUFFALO-—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bldg. 


CLEVELAND— 
Terminal Tower Bldg. 


DALLAS—Magnolia Bldg. 
DENVER—Continental Oil Bldg. 
DETROIT—Fisher Bldg 


KANSAS CITY, MO.— 
Commerce Bldg. 


MEMPHIS—P. O. Box 462 
MINNEAPOLIS—Andrus Bldg. 
NEW ORLEANS—Hibernia Bldg. 
NEW YORK—30 Church St. 
PITTSBURGH—Oliver Bldg. 


PHILADELPHIA— 
Franklin Trust Bldg. 


SAN FRANCISCO— 
55 New Montgomery St. 


SEATTLE—Central Bldg. 
ST. LOUIS— 
525 Louderman Bldg. 


YOUNGSTOWN— 
Stambaugh Bldg. 


LONDON REPRESENTATIVE 
The Youngstown Sheet Products Co. 
Dashwood House, Old Broad St., 
London, E. C. England 
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Ernest Ingold is President of the West- 
ern Music and Radio Trade Associa- 
tion, Director in the Pacific Radio 
Trade Association, the National Fed- 
eration of Radio Associations, and the 
Radio Wholesalers’ Association, and 
Past-President of the Pacific Radio 
Trade Association. Heis President of 
Ernest Ingold, Inc., San Francisco 
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Budgeting of expenses and sales is a subject re- 

ceiving the serious consideration of all branches of 

all industries today. As Mr. Ingold points out in 

this editorial, it 1s the only method by which dis- 

tributors may control their profits, and it 1s essen- 

tial that wholesalers of radio in particular give 
thought to this suggestion 


HE principal work which will be done this 

year either retail or wholesale is that of 
analyzing and bringing down to earth a business 
which in lots of ways has been pretty much 
up in the sky. The salesman who has been 
making quota and delivering volume and mak- 
ing five calls a day will be asked for seven or 
eight. The retailer who has been doing a good 
volume by trimming his windows once in two 
weeks will trim them every week. The sales 
manager who has made 15 contracts a week 
with his trade will make 20. Every item either 
in sales or expense will be scrutinized on the 
one hand to make the sale more satisfactory, 
and on the other to make the expense of sale 
less. 

This year’s business is obviously going to a 
far more limited list of radio manufacturers, 
a stabilizing situation as far as the industry is 
concerned. This thought may be carried further 
to the distributors, with the comment that there 
will be fewer distributors this year than there 
have been; many of those who are without strong 
lines having already added other items and a large 
number having discontinued entirely. To any- 
one who observes at all, it must be entirely clear 
that there are fewer retail outlets, but these 
are better and stronger ones. The situation is 
much similar just now to that outlined in “The 
rich are growing richer and the poor are grow- 
ing poorer” or revamped for this occasion, “The 
strong are growing stronger and the weak are 
growing weaker.” 

It is the belief of the writer that the pro- 
cedure incumbent upon any executive is somewhat 
along these lines. Every item chargeable to 
every detail of expense for 1928 and 1929 should 
be listed under its correct head, then a detailed 
tabulation made of the expenditures under each 
head. Based upon these figures a budget for 
1930 should be prepared covering both expenses 
and _ sales. 

Perhaps a single illustration will suffice. In 
making up our budget we found under the head 
of expense for credits and collections an increase 
of approximately 40% in 1929 as against 1928. 
Upon an analysis of the figures, we found an 
outright duplication in the use of two services 
used for the determination of credit. 

Selling expenses bring forth some interesting 
situations. One firm with whom I am in con- 
tact discovered that a salesman had spent $86 
in a period of six months entertaining an account 
that only purchased $120 from him in the same 
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period. It found that his routing added $11 
per month to mileage because it was incorrectly 
arranged. It found one sales territory where 
doubling back with the resulting mileage cost 
had thrown percentages and sales figures entirely 
out of line when it came to travel and hotel 
expenses. 

We have developed our budget to a point where 
we now have 1930 scheduled by months and by 
cumulative totals straight through to the end 
of the year for every division of expense and 
every item in every division. This budget has 
been based upon the 1928 and 1929 figures, plus 
a substantial increase for certain productive work, 
but with a definite decrease in other work less 
productive. On the whole, we will get more 
for every dollar spent, we will sell more per 
dollar of selling expense and better than that, we 
will know not only what department, but what 
item in each department is costing more or cost- 
ing less. 

For a truly close contact with your business, 
a budget should provide as well for a budgeting 
of sales and profits by months. Every 30 days 
you will know exactly whether you are running 
ahead or running behind your necessary sales 
minimums. In providing a budget for sales, a 
minimum figure required, based upon the estimated 
expenses for the year can be determined, and 
when this figure is set there should be added to 
it 10% of the estimated sales as an ideal profit. 

The writer knows of no closer way in which 
to keep touch with your business than this. Our 
budget methods have been very favorably com- 
mented upon by bankers and those interested in 
such controls. If we do a larger business, our 
net will be much larger. If we do a smaller busi- 
ness, our net will still be excellent, and we know 
this: that as long as we handle stable merchan- 
dise as a basis of our business we will be com- 
petitively in an advantageous position, because 
we will know just where we stand at all times. 

The belief of those close to the industry seems 
to be that this year will bring a, development of 
a larger volume of business than 1929 in so far 
as radio is concerned. Our own business is very 
much ahead of 1929. The belief is unanimous 
that it will be a more healthy sales volume. 
Whether it be larger or smaller is beside the 
point as far as this article is concerned. If it is 
larger, your profit will be greater with correct 
budget control. If it is smaller, you will still 
make an exceptionally fine profit on even a small 
volume. 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


Harold J. Wrape 
Hon. Chairman of Board, F.R.T.A. 
St. Louis 





Important Survey Started 

One of the most important surveys 
ever started by any trade association 
is now well under way in the execu- 
tive offices of the Radio Wholesalers 
Association. This survey is being 
made among members of the Associa- 
tion with regard to their monthly 
radio sales in dollars and in units and 
their monthly radio inventories in 
dollars and in units. The following 
questions are asked in the survey: 
1. Total radio inventory as of Janu- 

ary 31, 1930, in dollars 


. Total radio inventory of radio sets 
in number of units as of Jan. 31, 


( units ) 
3. Total net radio sales for month 
ending Jan. 31, 1930, in dollars 


. Total number of radio sets sold 

during month ending Jan. 31, 1930 

(units) 

The questionnaire also asks for a 
forecast as to the following three 
months business in dollars. This gives 
an authentic forecast for the business 
during the coming quarter. 

The purpose of this survey is two- 
fold. First: it provides radio whole- 
salers with reliable national figures 
monthly showing the sales and inven- 
tory figures of all of the members 
summarized. With such information, 
wholesalers are able to judge whether 
their sales are keeping abreast with 
national sales or not. In addition, 
such monthly figures will enable them 
to better judge their future commit- 
ments. 

Second: this survey will be of tre- 
mendous value to members of the 
Radio Manufacturers Association so 
as to enable them to be in a better 


Harry Alter, Treas. 
Chicago 


R. J. Mailhouse, Sec. 
New Haven 


RAodIO 
HOLESALERS 
ASSOCIATION 


Chicago 


On June 5, 1929 


position to judge the potential mar- 
kets and know the actual conditions 
in the sales field. In this way, pro- 
duction can be closely gauged to meet 
the demands of the distributing or- 
ganizations. Wholesalers’ sales to re- 
tailers represent fairly well the retail- 
ers sales to the consumer and the 
radio manufacturer will have such 
reliable information so that at no 
time should there be over-production. 

The first survey for the months of 
January and February has already 
been made and a forecast for March, 
April and May sales also has been 
made. Copies of this recapitulation 
have been sent to all members of the 
Radio Wholesalers Association as 
well as secretaries of all local asso- 
ciations throughout the country. This 
survey has also been revealed to 
every radio manufacturer, and judg- 
ing from the favorable comments 
being received at the executive offices 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres. 
Philadelphia 


H. G. Erstrom 
Executive Sec.-Treas. 


Michael Ert, Pres. F.R.T.A. 
Milwaukee 


F. Connell, Vice-Pres. 
Indianapolis 


The Information on this and the Following Pages has been Prepared 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


from the manufacturers and whole- 
salers throughout the country this ac- 
tivity of the Radio Wholesalers As- 
sociation will prove to be extremely 
valuable to the entire industry. 

As the year progresses, the re- 
capitulations will become more valu- 
able because in this way an accurate 
sales chart of national radio sales can 
be made. The returns represent a 
good cross section of the entire coun- 
try and because of the diversity of 
lines being carried by the members 
of the Radio Wholesalers Associa- 
tion, it represents the actual condi- 
tions within the industry. 

This survey will increase in value 
from year to year so that comparisons 
may be arrived at and sales charts 
plotted that will offer definite statis- 
tics and values as concerns possible 
radio sales and the trend of the mar- 
ket. It will also eliminate the situa- 
tion of last Fall. 





Occasion, time and place are a regular Saturday sales meeting at the Johnson 


Electric Supply Co., Cincinnati, with Mr. Johnson as speaker. 
A. R. Baker, J. R. Dimmitt, Jos. H. Creaghead, J. H. Simpson, C. 
Standing, left to right, are: 


right, are: 
H. Gabel and A. A. Winnes. 


Seated, left to 
R. F. Shaw, Lou 


Hoffman, V. M. Sinclair, E. W. Bockhorst, Claude W. Johnson, Willard B. 
George, E. A. Hoffmann, I. H. Atkins and John A. Adams. 
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(This message to retailers is appearing in all 
radio trade and business papers for April 
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MORE BUSINESS - :- - 
- »« FEWER TO SHARE IT 


And the Best Seller Again 


APPY days ahead for the Majestic dealer. 

H For 1930, more sales—fewer lines compet- 

ing for them. More profits in radio—fewer lines to 
share them. 


In 1929, you saw Majestic dealers get nearly one-third of 
all the electric radio sales in the country. You saw Majestic 
dealers average 25 sales every time the 54 competing 
lines averaged one sale each. In 1930 you will see even 
more amazing things as you watch Majestic. 


You Need No Other Line for 1930! 


This year Majestic dealers have four “firsts” to assure them 
the biggest year in radio history. 


GRIGSBY-GRUNOW COMPANY, 





of R. C. A. an a Le Lekti- 
phone, Lowell & Dunmore and Hogan 
License Associates 


Licensed under patents and applications 
d . L., also ke 


First place in public preference —proved by 1929 sales 
First with a complete line covering every fast-moving price 
class. First with the super-accurate, super-sensitive Colo- 
tura Speaker. And first with a brand new profit leader 
to be announced soon. 


For 1930, be on the inside watching the other fellows 
struggle. Sell the big leader, Majestic, and you need no 
other line. Sign up now—exclusively Majestic. Join the 
dealers who get nearly one-third of all the electric radio 
business in the country. Forget the grief of orphan lines — 
gyp prices—and red ink. Get set now for your biggest 
year. Phone or wire your Majestic distributor for informa- 


tion on the Majestic franchise. 


CWICAGSO, U. S. A. 
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e | | Members only, of the Radio Whole- 
This i, Watt | salers Association, are asked to par- 


_ ticipate in this important survey and 
NEON GLOW LAMP ia wholesaler pn sends in his 
figures is urgently requested to be 
has no filament to burn out or break?! sure to comply with the next month’s 
| survey so as to keep all of the con- 
For pilot lights, annun- tributing wholesalers in the survey 
ciator systems, night each month. The recapitulation of 
lights and such uses, _ the returns is made as quickly as the 
the Neon Glow Lamp forms are received at the executive 
ts your best bet. ‘Sethe offices and immediately upon being 
placed on the recapitulation sheets, 
the original survey forms are de- 
which ensures a useful | stroyed. No attempts whatever are 
life of over 3,000 hours made on the part of the executive 
and makes it immune _ offices to identify any of the indi- 
_ vidual returns, thus assuring the con- 
| tributing wholesaler that the confi- 
; dential information he is revealing 
light is distinctive in color. Fits standard socket | will not be given to anyone as his 
and runs direct on 110 A. C. or 220 A. C. or D.C. _ own figures. Executive Vice-Presi- 
lines. For details and prices write General Electric | dent Erstrom is the only person see- 
Vapor Lamp Co., 891 Adams St., Hoboken, N. J. | ing the individual returns. 
Radio wholesalers throughout the 
Join us in the General Electric Hour, broadcast every Saturday | entire United States should recognize 
evening at 9 o'clock E. S. T. on a nation-wide N. B. C. network, | the value of this activity, one of the 


. | many engaged in by the Radio Whole- 
GENERAL QB ELECTRIC | salers Association, as being of such 


VAPOR LAMP COMPANY importance as to warrant their entire 


| support of this association. 





no filament to burn out, 


to breakage by vibration. It consumes next to 


nothing in current— 4 watt at 110 volts A. C. Its 


(Formerly Cooper Hewitt Electric Company)  -« < 


New Members of R. W. A. 


The executive offices of the Radio 
Wholesalers Association wish to an- 
| nounce the acceptance of the appli- 
| cation of the following new mem- 
bers: Western Michigan Music Co., 
_ Grand Rapids, Mich., C. R. Moores; 
Majestic Distributing Co. of Cincin- 
nati, Cincinnati, O., Geo. H. Deacon; 
N. A. Fegen Co., Cleveland, O., N. 
A. Fegen; American Radio Dist. Co., 
Zanesville, O., Adolph Goldenberg ; 
MacKenzie Radio Corp., New York, 
N. Y., M. W. Craddick. 
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SHEATHED 
CABLE 


COLUMBIA Products are known for their rugged construction, safety, 
and ease of installation. The service these products render makes them 
easy to sell and most profitable to jobbers and their salesmen. 


The Rock River Electric Co., Rock- 
COLUMBIA CABLE & ELECTRIC co. lesa Se aes > alc a ie Prey 
Long Island City, " = N. Y. livery service. Richard Newman, ship- 

ping clerk, is in the driver's seat. 
























April, 1980 THE JOBBER’S[A]SALESMAN 73 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 



































FIRST MINUTE 
Let your customer hold a 
watch on any set equipped 
with Arcturus Tubes. 
Snap the switch and check 
the starting time...the pro- 
gram is there in 7 seconds! 








Tris 3- MINUTE 
DEMONSTRATION 


PROVES ARCTHRUS 
SUPERIORITY TO 
ANY TUBE BUYER 




















SECOND MINUTE 


Let your customer listen to 
the clear, pure tone that is 
characteristic of Arcturus 
Tubes. There’s no annoy- 
ing bum, no trace of out- 
side noises, to mar the 
beauty of any program. 

























yo self-evident superiority of Arcturus 
Blue Tubes means increased sales and 
extra profits. If you have not checked 
Arcturus quality yourself, ask your jobber 
for a demonstration. Proved performance, 
notsalestalk, hasmade Arcturus the fastest 
growing tube in the radio industry today. 

A ARCTURUS RADIO TUBE COMPANY 

’ Newark, N. J. 


* 












THIRD MINUTE 


Show your customer, on 
the meter, that Arcturus 
Tubes easily withstand 
exceptional overloads. 
Thisunusualstaminaex- 
plains Arcturus’long life. 





ARCTURUS| 
| Quick Acting 
RADIO TUBES 
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New Radio Products, Illustrated 








HREE of the new 1930 prosperity models intro- nuts. The lid supports are silent, automatic and permit 

duced by the Grigsby-Grunow Co., Chicago, are top to be left open in any position. Behind the bottom 
models 91, at the left, 103 center, and 92 at the right. rail, which drops forward, is a compartment for two 
The cabinet of model 91 is a modern interpretation of record albums. In the third model the cabinet is a 
early English design in American walnut. The matched Jacobean period highboy of American walnut. The 
butt walnut center panel is overlaid at the top with doorpulls are in old bronze finish to match the old 
genuine imported Australian lacewood. Model 103 is bronze finish of the escutcheon plate and the inserts 
a heavy, dignified English treatment of American wal- in the walnut ktiobs. 





OBE senior filterette, type p.o., 

manufactured by the Tobe 
Deutschmann Corp, Canton, O., is 
designed for application to house- 
hold apparatus. This unit is pro- 
, vided with a cord and attachment 
aStnion, a Rs plug to facilitate connection to the 
LTERET* A : r . 
TYPE pO power line. The maximum poten- 
= tial is 110 volts D. C. or A. C. with 
five amperes as the maximum cur- 
rent. The manufacturers claim that 
electrical disturbances which enter 
the electric set through the power 
line may be eliminated by connect- 
ing a senior or the No. 110 p.o. fil- 
terette into the cord which supplies 
the power to the radio set. 





WIRE wound resistor for pre- 

cision and semi-precision uses 
in radio work as well as in allied 
applications has been announced 
to the trade by the International 
Resistance Co., Philadelphia. The 
resistors are made in all values of 
from 500 ohms to one-half megohm 
in the size shown, and can be pro- 
vided in values even higher. 

















HE new radio receiver 

developed by the Ameri- 
can Bosch Magneto Corp.., 
Springfield, Mass., is engi- 
neered for automobile in- 
stallation, either at time of 
manufacture or later. Re- 
ceiver and cone type electro- 
magnetic speaker are con- 
tained in one small compact 
unit which is mounted out 
of sight. A solid shaft op- 
erates the receiver from tun- 
ing control which contains 
a key switch to prevent un- 
authorized operation. The 
receiver operates from the 
storage battery of the car 
and from dry cell batteries 
carried in a weather proof 
steel container underneath 
the car. 





DIRECT reading resistance 

meter is announced by the 
Jewell Electrical Instrument Co., 
Chicago, which gives direct reading 
of resistance values in ohms when 
used in connection with a dry bat- 
tery. This pattern 135 ohmeter 
has a combination voltage and re- 
sistance scale. It is furnished with 
a flange for mounting in a box or 
on a panel. 
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No Dealer Should Sell a Woman “a bulb” 
WHEN SHE NEEDS HALF A DOZEN LAMPS 


A customer for a “bulb” visits the dealer 
with an open pocketbook. How many 
lamps will he sell her before she closes it 

up? 


Decorating her home—changing its ar- 
rangement—lighting effects is one of her 
happiest jobs. Tell your dealers to 
make the most of that fact 

before they say “Thank 
You” and turn to the cash 
register. 


See that they show her 
the Sylvania Inside Col- 
ored Lamps—the mod- 









used to be nOW they re 


Licensed Under General Electric Company’s Incandescent Lamp Patents 


ernistic forms, the candelabra lamps. And a 
few Sylvania large-size inside-frosted lamps 


for the kitchen—the bathroom. 


She knows the name of Sylvania. Na- 
tional broadcast of the Sylvania Forest- 
ers, billboards, magazines and newspaper 
advertising—all have worked for the 
dealer's turnover. 


Say this to your dealers— 
“Quit taking orders for just 
a lamp or two; sell people 

all they need.” 


Nilco Lamp Works, Inc. 


Emporium. Pennsylvania 
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1.NEW BASING MACHINE— 
Capacity 2,000 tubes an hour 

2.O0LD BASING MACHINE— 
Capacity 300 tubes an hour 


3. OLD SEALING MACHINE— 
Capacity 300 tubes an hour 
4.NEW SEALING MACHINE— 
Capacity 2,000 tubes an hour 


. 





‘geod . . 
«/Vew tnvenrtions 


reduce prices 


on che Fores AuDIONS 


The above illustrations show only 
two of the several new automatic 
high-speed machines developed and 
patented by the De Forest Radio 
Company. 

In 1906 Dr. Lee De Forest in- 
vented the radio vacuum tube and 
made broadcasting possible. To-day 
De Forest engineers again lead the 
way with an entirely new conception 
of radio tube equipment which main- 
tains quality and makes it possible 


Purpose 
Power Amplifier 
D. C. Screen-Grid Amp 
A. C. Screen-Grid Amp 


Type 
410 
422 
424 
427 
445 
480 
481 
450 


A. C. Power Amplifier 


Half-Wave Rectifier ... 
Power Amplifier 


A. C. Detector Amplifier........ 
Pull-Wave Rectifier cscs: 


for the radio public to purchase the 
famous De Forest high vacuum, long 
life Audions at greatly reduced 
prices. 


Your dealers will appreciate this 
saving and when they are stocked 
with the De Forest perfected 
Audions, they will be able to offer 
these superior tubes at such attrac- 
tive prices that it will be certain to 
increase their tube sales. 


Old Price New Price 
$ 8.00 
4.00 
3.00 
2.00 
2.50 
2.50 
6.50 
10.00 


che Fowst- 


AUDIONS 


DE FOREST RADIO COMPANY 
PASSAIC, NEW JERSEY 








Radio Wholesalers Audit 
Bureau Started in 
Chicago 


Members of the Radio Wholesal- 
ers Association in Chicago have 
radio retailers and wholesalers in the 
Chicago area. Standard cost account- 
ing systems for retailers have been 
discussed in many parts of the coun- 
try and are now in operation in sev- 
eral local associations. 


Radio wholesalers and_ retailers 
everywhere are agreed that a stand- 
ard system of accounting is both 
necessary and valuable. Members of 
the Radio Wholesalers Association in 
Chicago in cooperation with the Elec- 
tric Credit Association, have organ- 
ized a “Radio Wholesalers Audit 
Bureau.” This audit bureau is under 
the supervision of a joint committee 
from the two groups. It has em- 
ployed a reliable firm of accountants 
who are well acquainted with the 
radio industry, to install uniform ac- 
counting systems in all retailers 
places of business. 


Where the retailer now has an ade- 
quate bookkeeping system, it will be 


| slightly modified if necessary to meet 


the uniform requirements of this sys- 
tem. The firm of accountants will 
make an initial charge for the install- 


| ing of the system while the radio 
| wholesalers will proportionately bear 


the cost of the accounting system 
themselves. Each month the ac- 
countants will make an audit of the 
retailer’s books and render him a 
financial statement. This financial 
statement will also be given to the 
offices of the Radio Wholesalers 
Audit Bureau and will be available 
to members of the Bureau so as to 
enable them to determine the exact 
status of each individual retailer for 
credit ratings. 


It has been revealed that many re- 
tailers who believe that they were 
employing a competent bookkeeper 
and were securing an accredited 
monthly audit, were not finding out 
the true condition of their business. 
This monthly audit of the special ac- 
countant would enable them to know 
definitely their own exact condition. 
Members of the Audit Bureau will 
meet once a month and will take up 
delinquent accounts and will assist 
the retailer in every way possible to 
correct his expenses which are not in 
accord with the average. 
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THe New IvAnHoe Ketpon 


(GLASSWARE AND FIXTURES) 


will help you sell new installations 


gars mange the same in general contour and in 
lighting values as the famous Keldons which have 
preceded them, these new Keldons come to you in new 
colors and with new decorative elements. 

They meet today’s demand for greater beauty and great- 
er variety without any sacrifice in lighting efficiency; 
without any increase in price. 

Now your customers have the choice of: 

1. Plain white enameled glass. 


2 


Enameled white glass; decorated in two popular 
colors. 
3. Plain lower half dark cream enameled glass; upper 
half crystal. 
4. Dark cream enameled glass lower half, with decor- 
ation in brown and red; upper half crystal. 

The new colors in no way impair the lighting efficiency 
of the unit and they definitely add a soft, pleasant lighting 
effect which proves particularly agreeable to all buyers 
and harmonizes perfectly with current style of neutral 


color wall treatments. 


Recognized generally as the most efficient semi-indirect 
lighting unit on the market, the Keldon is also one of the 
most popular—millions are in use. 

We firmly believe that the secret of Keldon popularity 
is its unrivaled combination of (1) efficiency; (2) beauty, 
(3) low maintenance cost. 

The illustration clearly indicates the simple, exquisitely 
balanced lines which win its ready acceptance. Being totally 
enclosed in dust-proof glass, with smooth, flat surfaces, the 
Keldon is easily cleaned by wiping off with a damp cloth. 
Lamp may be removed without dismounting the glassware. 

The patented Keldon is sold as a complete unit. The 
fixture is especially designed for the glassware and the 
glassware for the fixtures. 

Ivanhoe suggests that you can speed sales by arranging 
for as many trial installations as possible. Any Ivanhoe 
salesman will cooperate with you. You can build volume 
fast and build profits by selling Ivanhoe commercial and 
industrial lighting equipment. All Ivanhoe resources and 


lighting experience are back of you. 


IVANHOE DIVISION OF THE MILLER CO., 5716 EUCLID AVE., CLEVELAND, OHIO 


| V 








re 7 


HOE 
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GET YOUR SAMPLE 


NEW 


Electric « - 
Cigar --- - 
Lighter. a 











Jippit 
Lights only 


when you tip 
it. e + e e e e 


The latest 


type of special- 
ty for Jobber’s 


Salesman. ... 


s the new on waht automatic elec- 
tric cigar lighter. Made with a 
genuine Bakelite base in black, wal 
nut, mahogany, or Chinese lacquer 
red Has 14 karat gold plate, 
bronze, or chromium cap, also an 
eight foot cord in colors to match 
that fits into any light socket (110 
to 125 A.C. or D.C.) Packed in 
attractive bo with red and gold 
labels Been big in New York 
TIPPIT is the ideal lighter for the 
home, club, business office and hotel, 
Earn big profit with no extra work 
selling this popular specialty direct 
to many retail outlets. We furnish 
sample on consignment to respon- 
sible salesmen. Carry TIPPIT with 
you and cash in big 


ELECTRACRAFT 





CORPORATION 





161 MASSACHUSETTS AVE. 
BOSTON, «+ « « « « MASS. 








MAIL COUPON TODAY 
Please send me without obligation on my part com 


plete information on the fast selling TIPPIT Electric 
Cigar Lighter and sample on consignment, 


Name 


Address 











| operation, 
ing the bureau will be distributed to 


| of the 


| gram of 
| Wholesalers 


| but starting with 


ae 


Standing on the left is Henry C. 
Bentz, formerly with the Great North- 
ern Appliance Co., St. Paul, who has 
been appointed secretary for the Elec- 
trical League of that city. The League 
includes all association contractors in 
its membership. Beside Mr. Bentz is 
E. L. Harris, field secretary of the Elec- 


| trical Contraetors’ Association of Min- 
| neapolis. 





The audits will also be divided each 


' month into definite sizes and classes 
| of business and an average operating 
_cost for all departments arrived at. 


This will enable radio retailers to 
check each of their individual items 
of expense against the average as 


| represented by the other retailers in 


that class throughout the city. 
Forms, agreements, contracts, and 
so forth, are now being prepared and 
the Radio Wholesalers Audit Bureau 
will be functioning in Chicago within 
10 days. 
Great interest in this Audit Bu- 


_reau has been manifested by whole- 


salers and retailers all over the United 
States and as soon as the plan is in 
full information concern- 


members of the Radio Wholesalers 
Association. 

One stipulation regarding require- 
ments for membership in this Bureau 
is that wholesalers must be members 
Radio Wholesalers Associa- 
tion as well as the Electrical Credit 
Association. 

* * * 


—- | Board of Directors Meeting 


R. W. A. in New York 
City 

In keeping with the extensive pro- 

activities of the Radio 

Association, the board 

rotated during 


meetings are to be 


| 1930 between Chicago and eastern 
points. 


In the past, all of the board 
meetings have been held in Chicago, 
the meeting on 
April 3, they will be held 
the east. The next 


Thursday, 
alternately in 


board of directors meeting of the 
Radio Wholesalers Association will 
be in New York City, at the Hotel 
Astor, on Thursday, April 3. The 
executive committee of the National 
Federation of Radio Associations will 
nreet concurrently with the Board. 
+. #4 


Nelson and Company 

Installs Private Offices 
Nelson and Co., Tulsa, Okla., has 
installed private offices in its pur- 
chasing and auditing departments sit- 
uated in the store and general offices 


at 712 North Main St. 
2's 


Hard Luck Sam 
(Continued from Page 14) 


buttonhook. Lansberry went in for 
himself because he was one of the 
finest wiremen that ever stepped on a 
job, and he wanted all the say about 
the work he did. What with being 
married and a lot of other hard luck, 
he had to take on every job that 
would pay for a soup-bone and a loaf 
of rye. So he just wore himself to 
skin and bone putting in swell work 
that was good for the reputation but 
not so hot for the bank roll. He 
wouldn’t let down or put in a cheap 
piece of material if he didn’t have a 
dime for coffee. 

But he was too good a man not to 
wake up, and, sure enough, one day 
when I was dogging him for a pay- 
ment with tears in my eyes, he says, 
all of a sudden: “Sam, I’m all washed 
up on this Jumping-Jack stuff right 
now! I’ll be damned if I’m going to 
hop all over the county after a thou- 
sand different jobs that average $6.98 
gross profit. I’ve been thinking a lot 
about lighting and that’s going to be 
my dish. I’m going to grab off that 
factory job on the hill for 200 units 
and that’s going to be my diploma as 
a lighting specialist.” 

Did he pull it across? I'll tell the 
world he did, and if you think we’re 
sorry we helped him, laugh this off— 
he paid us better than $3700 last year 
for reflectors alone, and his lamp con- 
tract would buy a swell pitcher for 
the Yanks. Everybody wants his 
business (try and get it away from 
Sammie) and he’s got his chin up 
for keeps. He made it from the sand- 
lots to the stadium in 15 months by 
using bullets instead of buckshot, and 
you ought to see how nice he stands 
with the big shots, such as architects, 
engineers and builders. 

Here’s something I want to men- 
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Main fuses seal- 
able. Switch is 
in cabinet, which 
excludes cus- 
tomer access to 
main fuses. 


METER SERVICE 
SWITCHES 


SALES ADVANTAGES 
ne IN STANDARDIZED 


SYSTEM OF ENTRANCE SERVICE 
THROUGH METERS........ 






30 Amp., 2 Pole 


For Enclosed Fuses 
(2 fuses, 2 blades) 
This line is for sin- 
gle customer services 
in individual, or in 
banked, or ganged 
installations, as in 
apartment houses. 
















ONVENIENT installation is a big talking point to your 


wr customers, saving them time and enabling them to make 
Covered Cutout Block, ? ve y 
me" Open more money on every job. In addition, TRUMBULL 





When box is sealed main 
fuses are inaccessible to 
customer. Accessible ones 
may be furnished with- 
out installing another 


METER SERVICE SWITCHES have open ends for inter- 


changeable end wall, top or bottom. Other features are: 














cabinet by placing No. 

5820, 2 Pole covered 

blocks in the U-shaped 

twist-outs in sides of 
OX. 


Open 
No. 5850 
Cutout in Position 

Blocks may be provided 
for two branch circuits, 
double fusing or four 
branch circuits, single 
fusing. 


Testing contacts when desired, ample variety and sizes of 
knockouts, clamps or lugs for use in ganging, large amount of 
room for wiring, shelf for locking switch “off” or “on”, 
knockout for ganging with conduit, twistout for ganging with 












trough, grounding screw and lug, panel or draw cover, but- 
tonhole for convenience in installing and slot for sealing. 
Protection against accidental personal contact, service cutout, 
service switch, meter testing device, protection against theft 
and tampering, a “lock out” when service is suspended. 
Start now, concentrate and specialize on TRUMBULL 
METER SERVICE SWITCHES. 






Gi: 
Y ig 





BRANCH PANEL BOAGY BOARD FACTORY AT 
No. 18323 NEW YORK Lust KY CHICAGO _ 
With Accessible Service Side Fuses 803 Lincoln Building Branch Factories—Switches, 2001 W. Pershing Rd. 
Box is so constructed that service DETROIT Switchboards and Panel Boards: BOSTON 
fuses are not accessible until switch 415 Brainard Street A. G. Electric Mfg. Co. Division Statler Building 


SAN FRANCISCO 
432 Fourth Street 
ATLANTA 





is in ‘“‘off’ position. Full safety with 
cover sealed. Switch can’t be thrown 
until fuse cover is closed. 


SEATTLE, WASH. 
LOS ANGELES, CALIF. 


PHILADELPHIA 
511-519 N. Broad Street 


A GENERAL ELECTRIC QB ORGANIZATION 
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NEW 
QUALITY 
AND 


DESIGN 


Prd and Pat Applied For No. 160« 


Profitable for Jobbers 


The New AMCO Line of Hangers and Hanger 
Equipment meets that modernistic trend that 
is sweeping the country today! Jobbers who 
sell the AMCO ‘‘Sovereign’’ and ‘‘Aristo- 
crat’’ Line are enjoying unusual profits! 
Write today for catalog and prices. 


‘* Hanger Specialists.”’ 


THE ART METAL CO. 
1800 E. 38th Street 


CLEVELAND - - - OHIO 





| 


tion so you won’t get me wrong. 
When I say we like specialists on our 
books and believe every contractor 
should develop one department, I 
don’t mean that he should turn down 
some fellow who has a bad switch or 
wants a light in the cellar for his 
home-brew making. No, sir, he 


| should take care of ’em; then if some 


/ uncle 


? 


leaves ’em money and they 


| build something big, they will give 


| specialist Friday A. M. 


the man who wired the garage a 
break. But this other work should 
be kept in its place and not be allowed 
to interfere with the big stuff. 

And another thing, I don’t say 
a contractor can get the idea late 
Thursday night and blossom out as a 


But he can 
look 


class of wiring till he has the inside 
track on it. Then I have found that 
a lot of the boys are really specialists 
but don’t know it yet; all they need 
is a little push and they’re over the 
hill. 

We like to have specialists on our 
books because, for one: thing, they 
will buy more quality stuff during the 
year, and that don’t make us mad. 
They are better pay because when a 
man develops a specialty he learns 
more about his actual costs than he 
knew before. This means he adds a 


| sensible profit, which helps him pay 
/us instead of using his collections 


for living expenses, and so forth. 
l‘urthermore, he is easier to deal 
with all around, because he’s hap- 
pier. If he knows his stuff and 
his work is in demand, he’s sell- 
ing quality work more than price. 
This means less sales resistance in 
his way and he’s not all worn out 
chasing customers and begging them 
to give him work at their own price. 

In closing, I will go the limit and 
say that it won’t be long now till 
practically every contractor will be a 
specialist. Even the fellow that gets 
mostly small jobs will line up a spe- 
cial plan for his business, standardize 


his charges and make a much bigger | 


profit by staying in his own back- 
yard. ‘Then a contractor will say he 


is a certain kind of specialist as | 


proudly as Hornsby would say he is 
a second-baseman. 
from the heart when I say I think 
this condition will make everyone 
happy from the mechanics to the 
manufacturers, especially the jobbers 
who play the game with their con- 
tracting customers. 


over his past jobs and his | 
neighborhood “and work up his best | 


And it’s right | 
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NOW READY 


3 New Members of the 
PROTEX Safety Family* 


p. WOODHEAD cy 
CHICAGO 





Furnished 
Also 
Keyless 


Push 
Through ial PATENT) PENDING i 
(Illustrated) | 














PRoTEX 
RUBBER SOCKETS 


Non-breakable. 

No metal parts exposed. 
Impossible to receive shock. 
Made of same high quality 
rubber used in all PROTEX 
devices. 

Just what your trade has 
been waiting for. 


Carton—25 Standard Package—100 














PRoTEX JUNIOR 


All rubber attachment Plug. 
Suitable for all devices. 


Carton—25 Standard Package—100 


PROTEX 


~ VAPROTEX 
SAFEWAY PLUGS 


Sold by Jobbers throughout 

| United States and Canada. 
|*The Prorex Safety Family includes 
30 types of electrical safety appl- 
ances. 


DANIEL WOODHEAD CO. 


15 N. JEFFERSON ST. CHICAGO 


Write for samples and Information 
SRE 
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‘Better 
than 


Code 
Requires 








pve 


ee 

Berm than code requires” is not an 
empty phrase when applied to Paranite Rubber In- 
sulated Wire and Cables. 

Paranite recognizes code requirements as a protec- 
tion to the user of wire—but not as a limit to the 
quality which can be—and should be—built into wire. 

For forty years it has been Paranite’s goal to build 
wire that would be definitely preferred by architects, 
engineers and contractors where their choice is deter- 
mined ot by first cost—but by quality, and the true 
economy which quality brings. 

Paranite has succeeded in this. And in building this 
finer wire, Paranite incidentally has produced a wire 
that is more economical and more convenient to work. 
To those who are not already familiar with Paranite, 


we shall be glad to send full details, if you will write. 


PARANITE 


“If It’s PARANITE It’s Right” 
INSULATED WIRES and CABLES 


INDIANA RUBBER AND INSULATED WIRE CO. 
JONESBORO, INDIANA 
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For Low and Medium 
VOLTAGE LINES.. 


Hemingray Glass Insulators have stood the 
test through many years’ use and are rec- 
ognized as standard equipment by your 
contractors. Their high quality and record 
of service make them easiest for jobbers 
and their salesmen to sell. 


HEMINGRAY GLASS COMPANY 
MUNCIE 


You are fully protected 
by a strict jobber policy. 
Concentrate your 1930 
sales efforts on Heming- 
ray Glass Insulators .. . 
Steady and profitable year 
’round repeat business for 
you. 








HEMINGRAY 
GLASS ___ INSULATORS 








100,000,000 
Wiring Joints Made 
Every Year! 
| That’s Volume! 


We’ve had to step up our production 
into the MILLIONS to keep pace with 
the enormous demand for IDEAL 
UNIVERSAL WIRE CONNECT- 
ORS. 


They enable contractors to make 
more money and manufacturers to 
lower costs! 


They’re demanded by Contractors; Fix- 
ture Manufacturers; Electric Appli- 
ance Manufacturers; hundreds of In- 
dustrials. Have no equal for Radio use. 


E-Z Wire Stripper 

Volume sales. Electrical workers Ideal Universal 
Bowlus Boring ya ‘te yg Fg ae = Wire Connecter 
Machine Screws on like 
Saves contractors a ‘ anut. Approved 
lot of money. Quick _— by Underwriters 
sale price. No climb- . eee Ser ; and Factory 
ing up on ladders. No trys Mutual Lab. 
back - breaking stoop- 2S ; xe Fully patented. 

ing over. ™ : ial 








Se eee eae eee ee eae . 5 aie . fe 5) Se Be eB ae eee ee 





Ideal Commutator Dresser Co., a 
1047 Park Ave.., Sycamore, III. 430 


Please send further information on [] Ideal Universal Wire Connectors [] Ideal Bowlus 
Boring Machine [(] Ideal E-Z Wire Stripper. 








Making a Contractor a 
Lighting Specialist 
(Continued from Page 9) 


the suggestion that if he were satis- 
fied with the recommendation we had 
made we would be glad to give him 
a quotation. In a number of in- 
stances this quotation was immedi- 
ately followed with an order. 

Thus by actual experience and 
contact the contractor becomes thor- 
oughly sold on the possibilities of 
the lighting business, and conse- 
quently as my efforts among his cus- 
tomers lessens his own enthusiasm 
carries him on to even bigger busi- 
ness in this field. Of the 25 to 30 
lamp customers made up from this 
contractor’s original lists and books, 
eight of them developed into real 
lighting jobs, and nearly all of them 
became consumer lamp customers 
on a contract basis. Today the fea- 
ture part of this contractor’s busi- 
ness is lighting. He is, indeed, a 
lighting specialist. 

After the dealer has done this job 
of co-operation for us, we feel that 
we in turn must do something for 
him. We therefore keep a careful 
check on all prospects throughout 
our territory both large and small. 
This enables us to give our specialist 
contractors quite a number of live 
leads. 

The larger industrials who main- 
tain electric crews of their own are 
particularly hard for the contractor 
to approach, because of the antago- 
nism of the foreman toward strange 
wiremen within his domain. In 
these instances I act as a represen- 
tative of our own firm and not the 
contractor. In this way I was able 
to contact them on a different basis. 
After selling the lighting job, I then 
am able to sell the idea of the 
“lighting specialist” to make the in- 
stallation, as few maintenance elec- 
tricians are thus trained. 

The example given is only one of 
a number of specialists I have been 
able to develop in a similar manner, 
and who have responded with sincere 
co-operation and real enthusiasm. 
Aside from the actual increase in 
lighting equipment and lamp business 
this effort to develop the contractor 
into a specialist has afforded an op- 
portunity to cement a relationship 
between our organization and the 
contractor that will prove of ines- 
timable value during the years that 
are to come. 
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The FIRST SWITCH 


to pass these new and rigid 
tests for both motor con- 
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QUAD BREAK 





Reprinted from 
the JOBBER’S 
SALESMAN 

for 
March 
1930 


TRADE 
CONVINCE 
YOU of the 


Superiority and Sales 
Opportunities of this 


+ 
4 


io te 


mney i 
! wn becd i 


The current is broken at four points. Arc 
prevented, not snuffed. The line can be con- 
nected either top or bottom as the fuses are 
dead at both line and load side when switch 
is opened. Absolutely no chance of feed back 
due to motor acting as generator when dis- 


interlock, manually released without use of 
special tools. Unusual amount of wiring space. 





connected. Complete details and illustrations gladly fur- 
Wiping, self-aligning contacts. No hinge carry- nished on request. Send for catalog “F.” An 
ing parts. All parts readily removable from interesting publication, “The Rampant Colt” 
front. Quick-make and quick-break. Complete will be mailed on request. 

COLT’S PATENT FIRE ARMS MFG. CO., Electrical Division, HARTFORD, CONN., U.S.A. 


Established 1836 Electrical Division 1886 
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MANUFAC TURERS 





Indiana Rubber Opens 
Chicago Warehouse 

and Offices 
Indiana Rubber & Insulated 
Wire Co., Jonesboro, Ind., an- 
nounces the opening of its new 
warehouse and offices, located at 620 

Jackson Blvd., Chicago. The 
company has installed a complete 
stock of “Paranite’’ rubber covered 
and lead encased wires and cables, 
together with other products de- 
veloped by this manufacturer, to 
further efficient service to its Chi- 
cago trade. Frank R. Dolan has 
taken over the managership of the 
Chicago house. 


* * 


The 


Changes in Sales Organiza- 
tion at Jefferson Electric 
L.. H. Byrne has been made acting 
western sales manager for the Jef- 
ferson Electric Co., Chicago. Mr. 
Byrne previously traveled Wiscon- 
sin, Minnesota, North Dakota and 
part of Canada for this company. A. 
N. Firnhaber will take over Mr. 
Byrne’s territory. The northeastern 
part of New Jersey and the south- 
eastern part of Pennsylvania will be 
covered by E. B. Charlton. R. W. 
Bowen will take care of Virginia, 
Maryland and North Carolina, and 
J. A. Ryan will travel eastern New 
York. This manufacturer has re- 
cently retained J. B. Sullivan to help 
cover the Chicago territory. 
K K K , 
Temple Purchased by 
Syndicate 

Lenard C. Welling, president of 
the K. W. Co., Inc., New 
York, representing a syndicate of 
business men, has just purchased all 
the assets of the Temple Corp., Chi- 
cago. The syndicate will continue 
operations in the plant immediately. 
The trade name “Temple” will be 
continued in the future. Many of 
the company’s former distributors 
throughout the country have already 
applied for distributors’ franchises 
and in certain sections distributors 


Radio 





will be appointed. Several new mer- 
chandising innovations will be inaug- 
urated which, it is said, will assure 
the factories of continued manu- 
facturing throughout the summer 
months and during the off season. 


* x 


Rattan Manufacturing Pur- 
chases Additional Line 
The Rattan Manufacturing Co., 
New Haven, Conn., has recently pur- 
chased the entire stock and good will 
of the East Haven Specialty Co., and 
will manufacture the new line in its 
factory. Hatheway and Co., Inc., 
will handle the additional sales in 
New York. 
x * x 
American Blower Moves 
Cincinnati Office 
The American Blower Corp., “De- 
troit, announces the removal of the 
Cincinnati district offices to 1005-€ 
American building. 


Pierce Fuse Selects 
Representatives 

The Pierce Fuse Co., Buffalo, N. 
Y., announces the appointments of 
A. Flannery as Baltimore territorial 
representative and W. F. Perry, who 
will represent Pierce in New Eng- 
land. The company’s Pacific Coast 
representation will be taken care of 
by A. A. Morris with headquarters 
at Seattle. 

* * * 
Robbins and Myers Annouce 
New Appointment 

Robbins and Myers Sales, Inc., 
Springfield, O., announces the ap- 
pointment of Ralph W. Wheeler as 
sales manager of its automatic de- 
vices division, formerly known as 
the “Frenchflake” corn popper di- 
vision, of which William D. Root 
was sales manager until his resigna- 
tion. Mr. Wheeler has had 20 years 


experience in marketing hardware 





These executives of the Eveready Raytheon Tube Division of the National 


Carbon Co. 
Left to right, first row, 
Carbon Co.; 
Plants; L. K. Marshall, president; D. 


are: 


superintendent, all of the Raytheon Production Corp. 


assembled after inspecting the Eveready factory at Newton, Mass. 
Fred D. Williams, manager, Tube Division, National 
W. B. Pritz, assistant General Works manager of National Carbon 
T. Schultz, treasurer, and E. M. Wood, 


The executives in the rear 


row are assistant division managers and territorial managers from the four division 


offices. 


These gentlemen directly supervise the salesmen in the field. 
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DISPLAY LIGHTING 
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Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Blvd., Chicago, U.S. A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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Where Price 


AND 


Quality Meet 


We show below just a few 
numbers of our fast moving 
lines. Since 1909 we have 
been making “quality 
goods” only. 

Our line of “Woodwin Al- 
loy” Flush Plates is com- 
plete. Fifteen styles always 
in stock. The lowest priced 
quality plate line. 


Send for new catalogue just 
off the press. 


NOTE: Syzs Sot yey 


| and electrical devices to the jobbing 
trade throughout the United States. 
He is inaugurating a plan to market 
this type of. specialty through the 
jobbing outlets instead of by spe- 
cialty salesmen selling directly to the 
buyer. 
* * * 
Burgess Battery Holds 
General Meeting 


All the district supervisors at- 
tended the general meeting of the 
Burgess Battery Co. at its Chicago 
sales office. The entire sales and 
advertising program was discussed in 
detail. Following this general meet- 
ing, the district supervisors held dis- 
| trict meetings with their men in the 
| various sections throughout the coun- 
| try. This manufacturer is continuing 
|the polity of selling the distributor 
| only. Dealer helps such as envelope 
'enclosures, window display material 
and so forth will prevail throughout 
| the year. 





* * x 


Trumbull Electric Moves 
New York Office 


The New York office of the Trum- 
bull Electric Manufacturing Co., 
Plainville, Conn., has been moved 
from 114 Liberty St. to 803 Lincoln 
patos at 60 FE. 42nd St. 


| 
| 








Henger-Fairfield Takes On 
Two Additional Lines 


The Henger-Fairfield Co., Cleve- 
land, is now representing the Connec- 
necticut Electric Mfg. Co., Bridge- 
port, Conn., and the electrical divi- 
sion of the Thos. J. Corcoran Lamp 
Co., Cincinnati, in the Ohio territory. 
The company will still continue to 
represent the following manufactur- 
ers: the Beaver Manufacturing Co. ; 
the Crescent Insulated Wire & Cable 
Co.; the Crescent Armored Wire 
Co.; the National Enameling & Mfg. 
Co., and the Yaxley Manufacturing 
Co. in the same territory. 

George G. Whitcomb and R. A. 
Mack are now associated with the 
Henger-Fairfield Co. 


* * x 


P. Loyd Lewis Honored 


P. Loyd Lewis, manager of the 
Kansas City branch office of the 
Wagner Electric Corp., St. Louis, 
has been transferred to the firm’s 
home sales office where he has been 
placed in charge of the merchandis- 
ing division. In recognition of his 
activity in Kansas City, the Electric 
and Radio Association, Kansas City, 
of which he is the past president, 
made him an honorary member for 


life. 


To make room for further development and expansion, a four story with base- 


| ment factory building was recently purchased by The Hammond Clock Co., 
Chicago manufacturers of synchronous electric clocks at a reported estimate 
of $300,000. This building erected in 1924, is thoroughly modern. It is heated 
| by oil burning boilers and is designed to give a maximum of daylight. The 
| total floor area exceeds 80,000 square feet which will allow for the increasing 
| number of production units. The company has also purchased additional ground 
| space adjoining the new building. This space will permit the erection of 
| another building that will increase the total floor space to 250,000 square feet. 
At present, offices are being built in the new structure immediately after com- 
| pletion of which the clock company will move to its new address, 2911 N. 
| Western Ave., Chicago. 


Sold Thru Jobbers 


C. D. Wood Electric Co. 


565 Broadway 
New York City 
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NOFUZ PANELBOARDS---THE TINKER-PROOF CONTROL 


Features 





that 


eR Se Seo 








PAVE THE WAY 


Ends 
Tampering 
With 
Fuses 





No Fuse 
Replacement 
Hazards 


Eliminates 
Service 








to Sales 


HE outstanding safety and convenience features of 
Nofuz Panelboards will interest your prospects 
and pave the way to sales. 


Note these advantages: No fuses to be changed. The 
breaker can be reclosed in the same manner as a wall 
switch. Perfect safety is assured to the wiring at all 
times because the breaker setting cannot be altered or 
its action blocked. It cannot be held closed against an 
overload. Its time lag features permit momentary 


overloads such as are encountered in starting motors. 


If you are not familiar with the Nofuz, ask the Westing- 


house panelboard specialist for additional information. 








Service, prompt and efficient, by a coast-to-coast chain of well- equipped shops 




















Westinghouse 





wy 
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NO DRAFT 
FAN GUARDS 
AND FIXTURES 


Patents Pending 




















No. Z-716 List $28.65 and up 


Eliminate all 
DRAFTS 


from Electric Fans 


Here’s a line that’s rich in profits! It’s 
new—“NO DRAFT” Fan Guards and Fan 
Fixtures .. - Illustrated above is “NO 
DRAFT” Fan Fixture incorporated in a 
beautiful lighting fixture . . . eliminates 
the direct current of air which always has 
been the objectionable feature of all elec- 
tric fans. 


















































List $2.50 and up 


GUARD FITS ANY FAN 


Any fan can be equipped with a 
“NO DRAFT” Fan Guard. Many 
in use already in hospitals, hotels, 
banks, offices, stores, houses, etc. 


WRITE US AT ONCE 
For more information on this NEW 
Line. Liberal discounts and rapid 
turnover make increasing profits for 
you. 


NO DRAFT 
FAN FIXTURE CO. 


1703 BUILDERS BLDG. 
Grae AGO 

















M. C. Steffin Heads Cutler- 
Hammer Branch 
M. C. Steffin is managing the Cin- 
cinnati office of Cutler-Hammer, 
Inc., Milwaukee, replacing R. I. 
Maujer who resigned. Prior to this 


M. C. Steffin 


connection Mr. Steffin was stationed 


at the St. Louis office of the com- 


| pany for five years. 


Mr. Steffin is a graduate of the 


| University of Wisconsin and holds a 
| B.S. degree in electrical engineering. 
| His ability as a motor control engi- 
| neer and his long familiarity with 
| Cutler-Hammer products make him 


particularly suited for this position 
of district sales manager. 
x * x 


| H. W. KaDell Transferred to 


New York 

H. W. KaDell, formerly of the 
National Carbon Co.’s research lab- 
oratory in Cleveland, has been trans- 
ferred to the “Eveready Raytheon” 
tube division of National Carbon 
Co. headquarters in New York, at- 
tached as sales engineer in the 
“Eveready Raytheon” tube division 
of the general sales department. 

Mr. KaDell will be responsible 
for contacts with set manufacturers, 
development of new uses of tubes, 
technical instructions for the organ- 
ization, and the handling of technical 
inquiries on which the districts re- 
quire help and all work of similar 


nature. 
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SHERMAN 
PRODUCTS 


Set Screw Connectors 
Sherman Set Screw Connectors are made 
from solid brass rod .. . all dimensions 
and proportions are carefully held fo ac- 
curate size. Connectors are all numbered 
—preventing mixing in your stock. Facts! 
Real facts that mean more profits for 
jobbers and salesmen who sell SHERMAN 
PRODUCTS. 


Solderless 
Connectors 


Sherman Fixture Con- 
nectors cannot rust and 
they assure high con- 
ductivity. Sell them 
for more profits! 


Bakelite 
Connectors 


Extremely popular with 
contractors! 


SHERMAN 


MFG. CO. 
Battle Creek, Michigan 
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Triangle Quality materials give 
your contractors the advantage in 
obtaining work. Towering com- 
mercial structures require exacting 
materials selected for their ability 
to serve reliably over a long period 
of time .... TRIANGLE RACE- 
WAYS — Rigid Steel Conduit, 
Flexible Steel Conduit, Outlet 
Boxes, Switch Boxes and Fittings 
meet the most exacting demands 
of building owners, architects and 
engineers. Sell your contractors 
from the complete Triangle fam- 
ily of quality products. 


TRIANGLE CONDUIT CO.. Inc. 


General Offices: DRY HARBOR ROAD and COOPER AVENUE, BROOKLYN, N. Y. 
Factories: Brooklyn — Chicago — Wheeling, W. Va. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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a SPECIALIZE ON 
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CONDUCTORS 


W THEY land the 
Job FOR YOUR 
“m CU/TOMER 
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New Electrical Products, Illustrated 








HE Greist Manufacturing 

Co., New Haven, Conn., 
has added two new lamps to 
its line. On the left is the 
flexible lamp, incorporating 
the gooseneck principle. It is 
made entirely of brass and is 
finished in statuary bronze or 
brushed brass. The base is 
heavily weighted. The ad- 
justable floor lamp has a 
shade involving the daylight 
feature. It is finished in Bir- 
mingham bronze. The shade 
is also adjustable, allowing 
the light to be directed just 
where the reader wants it. 








= 


HE Trumbull Electric Manufac- 

turing Co., Plainville, Conn., is 
now putting into production a new 
three pole, flush mounting, tumbler 
switch. Standard mounting holes 
are cut in the rear of the box. 








N automatic on-and-off time 

switch, recently put on the mar- 
ket by the Kato Engineering Co., 
Mankato, Minn., is a 25 ampere 
double pole electric wound switch. 
It is strongly and campactly built 
into a pressed steel cabinet equipped 
with a catch that can be locked 
with a padlock. Another feature is 
a spring operated safety device 
which continues to run the clock for 
three hours in case of a current 
interruption. 








NE of the features of the new 

refrigerator now being distrib- 
uted by the Westinghouse Electric 
and Manufacturing Co., East Pitts- 
burgh, is the temperature selector 
to regulate the temperature within 
the evaporator. The lever which 
turns the refrigerating mechanism 
on and off is also located on the 
temperature selector. 








NLAND Glass Works, Inc., Chi- 

cago, has put out its “La Salle 
Moderne” line of illuminating glass- 
ware with hangers. The New “La 
Salle” can be supplied in snow 
white, etched, clear line or snow 
white decorated. This model is 
adapted specially for use in large 
and small stores and hotels. 











Axe revolving head flashlight 
has been brought out by the 
Burgess Battery Co., Chicago, in- 
corporating a 45 degree revolving 
head. It may be called a flashlight 
with a multi-angle head in that it 
can be turned to any desired angle 
or used as a regular flashlight. The 
item features a belt-clip and a gar- 
ter ring which permits use of both 
hands plus directing light rays on 
the object. The belt-clip enables 
the flashlight to be laid on rough 
surfaces without lessening the 
steadiness of the light. 





ODEL 1606 is one 

of the most recent 
additions to the “Sov- 
ereign” line of modern- 
isque hanger equipment 
manufactured by the 
Art Metal Co., Cleve- 
land. The hangers are 
finished in modernistic 
bronze and gold. The 
units are stocked 
equipped with the 
“Amco” one-screw hold- 
ers or they may be had 
in the “Amco” patented 
safety screwless_ type 
holders. The equipment 
is standard with a me- 
dium base _ porcelain 
socket and No. 16 as- 
bestos covered wire. 
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ve may never want to bend a coil. . . but the illustration 
shows how perfectly you can control bends in STEEL- 
TUBES with the new Bending Tool. One pull makes a 
perfect 90° bend. 


No vise ...no bench ... just a pair of hands and the Bender. 
And not a kink in a single bend. Absolutely fool-proof. 


Anybody can make workmanlike bends with STEELTUBES. 
The New Bender supports the walls so that a fully round 
smooth raceway is left the entire length of the tube. Inside 
finish sprayed on under high pressure ... and baked... 
provides a glassy-smooth surface that makes fishing easy 
even where bends are complicated. 


STEELTUBES is light ...easy to handle... easy to 
cut ...no threading ... and takes any standard fittings. 


We'll gladly send you samples of STEEL- 
TUBES and STEELTUBES Fittings. 


Electrical Division 


STEEL AND TUBES, ING 


Cleveland, Ohio 
(A Unit of Republic Steel Corp.) 


Qf i STEELTUBES Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs 


Of iss to buy. Saves time and money on the job. 
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Irs No Trick 
with the New 


miler: 









STEELTUBES [E. M. T.)}* has the same 
inside diameter as heavy conduit. Made in 
three sizes { 44", 3" and 1"} with diameters 


and wall thickness shown above. One coup- 
t @|1 [ ling furnished with each ten-foot length 




















re en ad 
= a 


oe Cent. es 


nee: 
























| ‘92 


THE JOBBER’S\P)SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





New Electrical Products, Illustrated 












































NEW kitchen device the 
“Wife-Saver” has been 
presented by the Speedway 
Manufacturing Co., Cicero, 
Ill. The “Wife-Saver whips, 
beats, mixes mashes, cleans 
and extracts fruit juices. 
There is a power unit. driven 
by electricity. From this runs 
a flexible driving shaft which 
is quickly connected to any 
“Wife-Saver” tool. There is 
no electric current in the 
shaft or tools, thus allaying 
any danger of a short ‘circuit 
from wet hands. The motor 
sets in a bracket. There may 
be as many brackets as de- 
sired hung in convenient 
places about the kitchen as 
the motor is light enough to 
be moved to any convenient 
bracket. The utensils are 
easily washed and cleaned. 
They are sturdily constructed 
and compact so that they uti- 
lize a minimum amount of 
space. 














FREE tripping Thermal over- 

load switch for fractional horse- 
power motors has just been an- 
nounced by Cutler-Hammer, Inc., 
Milwaukee, Wis. Push-buttons fur- 
nish convenient starting and stop- 
ping control. The switch has a time 
limit type of thermal overload which 
is furnished in numerous ratings. 
When an overload trips the switch, 
it is re-set by pressing the start 
button. 





















HE Matthews health machine, 
produced by the Matthews Man- 
ufacturing Co., Inc., Newton, Ia., 


is furnished in two types. The 
table model has four rubber feet 
and a cleat for anchoring it to the 
table or wall behind the table. The 
stand type, shown above, is fully 
nickel plated except the cover and 
base which is lacquered imitation 
leather finish. 





RECENT development of Kel- 

lems Products, Inc., New York, 
is a small cable grip Kellems junior, 
for pulling wire through branch cir- 
cuit conduits. Cable grips have been 
used on lead covered cable for years 
but this is said to be the first time 
they have ever been adapted to wire. 











HE production of seven new “Sylvania” decora- 
tive lamps has recently been announced by the 
Emporium, Pa. 
are known as gothic, candle and modernistic styles. 
The gothic type lamp has been designed for the 
and _ brackets. 
Each of the new “Sylvania” decorative lamps is of 
the 25 watt medium screw base, 110, 115 and 120 


Nilco Lamp Works, Inc., 


more severe architecture, fixtures 


volt variety. 


They 
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Every time a contractor sells 
without a profit 
it comes out of a 
jobber salesman’s 


pocket book .... 





“E. C.” Resale Price Service / 
is your Permanent Safesuard, 








You jobber salesmen recognize there is a 
right way to do business. When your con- 
tractor-customers lose money—you suffer, too. 
Every month there is published in “ELEC- 
TRICAL CONTRACTING?” the resale prices 
on more than 8,000 products, which you sell 
and which the contractor uses in construction 
work. The contractor can’t lose money if you 
teach him to use this Resale Price Service. It 


El 






520 NORTH MICHIGAN AVENUE 


saves him hours of time and he can be sure 
every quotation allows him a liberal margin 
of profit. He can’t go wrong because the 
prices are corrected each month and are al- 
ways up-to-date. Protect yourself by seeing 
toit that your contractors use ELECTRICAL 
CONTRACTING’S Resale Price Service. 


Send for free sample today. 


ctrical 
Contracting 


With Which Is Incorporated The Electragist 









CHICAGO, ILLINOIS 
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New Electrical Products, 


Illustrated 








LIEGL Bros., New York, has 

put into production a small in- 
candescent spotlight which is said 
to have all the flexibility and con- 
trol features of the larger models. 
The illuminated area can be framed 
any desired shape or size—square, 
rectangular, triangular and fantastic 
designs—from pin-head size to full 
lens opening. The lamp receptacle 
is adjustable vertically, permitting 
filament to be set in optical center. 
A chromium plated polished reflec- 
tor is mounted back of the lamp to 
insure full utilization of the light 
source and intensify the light beam. 
It is flexibly mounted so that light 
beam can be projected in any 
direction and is set on a round, 
cast-aluminum table base and may 
be fastened in any position. 














HE Horolectrical Corporation, 

New York, offers its horolectric 
time switch for turning on and off 
electric current. Made in one size, 
the unit is offered in two models, 
one hand wound with an eight day 
movement and the other electrically 
wound. The universal motor oper- 
ates on 110-125 volts, A. C. or 
D. C. The switch is of 60 amperes 
capacity. 

















BRACKET hanger for outlet 

boxes is one of the most recent 
additions to the line of the Mid- 
West Metal Products Co., Muncie, 
Ind. This one-piece hanger has a 
fixture stud and lock nut and a one- 
piece malleable iron casting. Its 
build is such as to insure a sturdy 
installation. The extension below 
the hanger automatically locates 
deep boxes without plastering ring 
at proper depth. It is suitable for 
ceiling or side wall. There are 50 
sets to a carton, complete with nuts. 





HE variable 
transformer, put on the market 
by the Dongan Electric Manufac- 
turing Co., Detroit, is said to be an 
entirely new departure in the trans- 


voltage testing 


former field. There are two plugs 
and 25 outlets, one plug controlling 
the voltage in one volt graduations 
and the other plug in 10 volt gradu- 
ations. 











_— siti! | 


NNOUNCEMENT is made by 

the Beardslee Chandelier Man- 
ufacturing Co., Chicago, of its series 
50 “Shade-Lyte.” The complete 
line consists of four brackets and 
one ceiling light of bronze metal 
finished in chromium and _ color 
(orchid, green, black and ivory). 








NEW “Nalco” health 
lamp in two models, 
a stand model, illustrated, 
and a hand model, is be- 
ing introduced to the trade 


by the North American 
Electric Lamp Co., St. 
Louis. The portable flex- 


ible stand type has a 
highly polished nickel fin- 
ish throughout. Its un- 
usually long flexible arm 
makes it adjustable to any 
position. The lamp can be 
used on a table or desk, 
and is said to give the 
same effect that has here- 
tofore been possible only 
with a heavier type of 
floor lamp. These lamps 
come equipped with a 
“Nalco” 200-watt therapeu- 
tic bulb and, it is claimed, 
make efficient hair driers. 
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STEPPING AHEAD 


WINGING into the Spring campaign, an army of 
G. E. MAZDA lamp agents are stepping ahead into 
greater lamp business. 


Sell more lamps, give more service, make more money. 
Briefly that’s the Step-Ahead Policy of the National 
Lamp Works. The lamps that render the public the 
greatest lighting service and enjoyment, that likewise 
bring the agent additional and more profitable lamp 
business, are definitely featured in 1930. 


Those lamps which save the eyes and the disposition . . . 
and those lamps which lend warmth and color to the home. 


Your own G. E. MAZDA lamp agents probably have 
swung into the Step Ahead, for its spirit is contagious. 
If they have, bolster their enthusiasm with reminders to 
employ to the best advantage our merchandising aids. Call 
their particular attention to that new unit that typifies 


the Step-Ahead spirit—the S. A. Merchandiser. 





And if they haven't, help them to help 


What lamps are these? The loowattin- 7° vs in the General Electric Hour, broad-  thomeelves to their portion of a greater 


side-frosted, 150 wattdaylight, the flame- 
tint and decorative lamps, specifically. 


cast every Saturday at 9 p. m., E. S. T., 
over the nation-wide N. B. C. network. 


lamp business—greater in sales and 
service. Thus your own business prospers. 








DAT AT 


MAZDA 






LAMPS 
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No. 


Made of brass or bronze } 
throughout with genuine 
electroplated finish. 





FARIES 


THE UNIVERSAL LINE 


ODERN 


The makers of Faries Lamps, 
Shades and Specialties are 
ever on the alert for new and 
modern developments in the 
trade. Being one of the 
oldest manufacturing concerns 
in the lighting field, our prod- 
153 ucts are rich with the advan- 
tages that come only with 
long years of experience. 
Jobbers who select this line 
are extended a strong, help- 
ing hand through advertis- 
ing in trade papers, national 
publications, catalogs, circu- 


‘4 Modern in every respect. . . \S 

















lars, etc, Write y: 
Faries Manufacturing Co. 2 
\ Decatur, Illinois 

















In St. Lous 





Hotel Magfair..... 


8th and St. Charles 


O. P. Smith Joins Webster 
The Webster Co., Chicago, has 
| just announced the appointment of 
O. P. Smith as general sales mana- 
ger. Mr. Smith, as head of the O. 
P. Smith Co., Chicago manufactur- 
ers’ representatives, has been identi- 
fied with the radio and electrical in- 
dustries for many years. He has 
been active in association work with 
the Electrical Club, the Midwest 
Radio Trades Association and as 
president of the Chicago Representa- 
tives Association. 
hom: es 


Changes in Personnel of Wes- 
tinghouse Advertising 
Department 

Changes affecting the executive 
personnel of the advertising depart- 
ment have been announced by J. C. 
McQuiston, general advertising man- 
ager of the Westinghouse Electric 
and Manufacturing Co., East Pitts- 
burgh. 

Marshall Adams, formerly sales 
promotion manager of the domestic 
appliance department, with head- 
quarters in Mansfield, O., becomes 
assistant general advertising man- 
ager with headquarters at East Pitts- 











In the center of theatre and shopping districts. Floor 
lamps, fans, circulating ice water in every room. The 
quiet, refined atmosphere of an exclusive club—an 
hotel of distinction. Dining room. Coffee shop. 
Garage service. 


400 82943 — $3 10 $6% 
Hotel Lennov..... 


9th and Washington 


St. Louis’ newest and smartest hotel opened Sep- 
tember 3rd. In the heart of business district. Dining 
room. Coffee shop. Garage service. 


R ith tub 
bathand shower — H Je to FH™ 


Hotel Kings-Wav... 


West Pine at Kingshighway 


Opposite beautiful Forest Park. Near bus, street 
car and motor highways. 20 minutes from downtown. 
Club breakfasts, table d’hote dinners. Rooms for 
two from $4. Special rates for permanent guests. 


Heiss Hotel System xmox 

















Walter A. Frizzell handles Oklahoma 
and parts of Texas for the Edison Gen- 
eral Electric Appliance Co. Although he 
is shown here with a 19 in. bass, Walter 
insists he has a new hobby. He has taken 
up terrapin racing and from what his 
friends say his entries are always in 
the money. Walter says the best thing 
about terrapin racing is you don’t have 
to hire a high-salaried jockey. 
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WHEELER | 
LIGHTING 


ss eee PRODUCT OF 
SPECIALISTS a aes 


The history of the Wheeler Reflector Com- 





pany stands as a long and splendid record 
of concentration in the production of lighting | 
equipment. E3 No additional interests or | 
products have ever lessened the energy de- | 


voted exclusively to this one end. E& It is 








this specialization of resources, knowledge 
and engineering skill that brings to every 
Wheeler Reflector the utmost in quality, 
efficiency and correctness of design; factors 
which, in turn, have made possible a 
Wheeler unit to meet every individual require- 


ment of modern industrial lighting SE ES BS 











WHEELER REFLECTOR COMPANY, BOSTON, MASS. 


NEW YORK i ATLANTA eS CLEVELAND 
Sales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. In Canada: Canadian General Electric Co., Ltd 


a 
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Every sale of a 


RELIANCE 
8-Day 
TIME 
SWITCH 


is an All-Profit 
sale 


Once sold, you 
can forget the 
RELIANCE, for 
to begin with, 
we take all the 
responsi- 
bility for seeing 
to it that the 
switch delivers 
the service it is 
bought for. 
And in addition, 
you have the comfortable feeling that 
comes from having sold a piece of 
“right” merchandise. ALL RELIANCE 


Time Switches have the famous 


“NO SERVICE” 
MECHANISM 


With 15 new 
Improvements 





And the applications for signs, traf- 
fic lights, window lights, and many 
other uses are multiplying daily. Get 
set now, to sell the RELIANCE! 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 MEAD STREET 
RACINE .°. WIS. 

Sales Reliance Time Switch 


Rick & Selleg. 549 Service Co. 1717 Fol- 
W. Washington Bivd., som St., San Francis- 


Chicago. co., Cal. 

Sales and Service Service 

H. F. Stanley, 429 Diana Clock Works, 
Wayne St., Detroit, 605 W. Washington 
Mich. St., Chicago, II. 








burgh. A. B. Zerby, formerly as- 
sistant to general advertising man- 


| ager, has been appointed director of. 


advertising production. R. R. Davis, 
also a former assistant to Mr. Mc- 
Quiston, has been appointed editor- 





in-chief of the advertising depart- 


ment. ¢ ek 


Sarnoff Makes Appointment 

David Sarnoff, president of the 
| Radio Corporation of America, New 
| York, announced that at a meeting 
of the board of directors of the cor- 
i sehen held on March 7, Otto S. 
| Schairer, formerly director of pat- 
ent development of the Radio Cor- 
| poration of America, was elected 
| vice-president in charge of the patent 
department. 


b--# 3 


Machine Company 
John J. Cooper has resigned his 
position as division manager of the 
General Electric Supply Corp. and 
has taken on the managership of the 
Inter-Mountain division of the Hur- 
ley Machine Co., makers of “Thor” 
products. His office will be at 13th 
and Broadway, Denver, with the B. 
K. Sweeney Electrical Co., distri- 
butors. Mr. Cooper has made a host 
of friends in connection with his 

work in the electrical industry. 





Harry Brown, assistant general sales 
manager of E. T. Cunningham, Inc., New 
| York, is shown on his return from a 
southern sales tour and a brief visit to 
Havana. The oceanic loud speaker is 
just for effect. 








John J. Cooper with Hurley | 








“It has a grip like its namesake” 











Biill Dai 


REGISTERED 


Split Knobs 
"Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 
Macomb, Illinois 


caine 
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The new cage has ten 
wires—two more than the 





The New Rubber 





Lamp Guar 
by MEGILL 


Here is the McGill Rubber Handle 
Portable Lamp Guard—a_ worthy 
addition to the family of 24 famous 
McGill portables. The black rubber 
handle is the best grade rubber. It 
is easy to grip——will not easily slip 
out of the hand. The cage has many 
new features and takes a 100 watt 
Type C Lamp. Catalog number 7000. 
With reflector, 7000-R. 


Strain Relief Disk 


Rubber handle is cut out to pro- 
vide a solid rubber ledge which sup- 
ports a fibre disk. Wires are run up 
through holes in the disk and a knot 
tied. This eliminates all strain upon 
the socket connection. 





Flared and Rounded Handle 


The rubber handle is flared and 
rounded at the end. This feature 
prevents sharp bends in the cord, 
protecting it against wear, kinking 
and breakage. 





Easy to Wire 


With the McGill strain relief disk 
and weatherproof socket there are 
no pigtails—splicing, soldering and 
taping are eliminated. The cord is 
simply shoved up through the han- 
dle and the tinned wires screwed 
into place, and then pulled back 
into the handle, seating the socket 
as well as the strain relief disk as 
shown in the top view. 
















Send for folder telling the complete story 
about this popular McGill series of Rubber 
Handle Guards. No. 7000 Rubber Handle 
Guard is shown at the right, No. 7000R Guard 
the same as above with reflector added. No. 
7000S Guard the same as the one at right 
with Levolier switch in handle. No. 7000SR 
which is a combination of the first three 
guards, has reflector, rubber handle, and 
Levolier Switch. 















ESTABLISHE. 


VALPARAISO 


904 
INDIANA 








average portable. 






from rolling on a smooth 
surface and by forming 
grooves for the wire rings 







Handle Portable 


Cage is double 
plated—last plating being 
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Close Work! 


Bo 


For flush mounting or low 
ceiling attachment direct 
to outlet box. 


Multi Reflectors 


All Standard Types 
regularly carried in stock 





Let us send you New Reflector Bulletin 6A 





MULTI ELEC’L MFG. CO. 


1840 W. Fourteenth &t. CHICAGO 




















VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 





The sales experiences of some of the leading 
| men in the industry will prove interesting 
| and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 





Send a dollar for a year’s subscription. 


























Another St. Louis old timer goes into 
the agency game. A. G. (Al) Werner, 
formerly with the Frank Adam Electric 
Co., St. Louis, is now representing man- 
ufacturers in St. Louis, with headquar- 
ters at 215 Chouteau Trust Bldg. 





New Appointments at 
Sparklets 

Charles F. Goodrich, formerly as- 
sistant sales manager for the Reynol- 
ite division, Reynolds Spring Co., 
Jackson, Mich., has joined the sales 
organization of Sparklets, Inc., New 
York. Another appointment is that 
of W. F. Kappey who is now asso- 
ciated with A. H. Leu, divisional 
sales manager. Mr. Kappey was 
formerly manager of the refrigera- 
tion division, Iaclede Gas Co., St. 
Louis. Walter G. Reddy has now 
become affiliated with Sparklets in 
the capacity of divisional sales man- 
ager for the state of New York, ex- 
cluding the metropolitan district. His 
headquarters will be in Rochester. 
Fagen-Anews Co., Minneapolis, will 
serve Sparklets as northwest divi- 
sional sales managers. They will di- 
rect the marketing of the company’s 
products in the states of Wisconsin, 
Minnesota, and North and South 
Dakota. One of the most recent 
appointments is that of L. L. Kelsey 
who will maintain sales and display 
offices at 9 S. Clinton St., Chicago. 


* * x 


Beaver Appoints Three New 
Representatives 

Hawkins & Fox of 320 Beaubien 
St., Detroit, has recently been ap- 
pointed Detroit representative for the 
Beaver Manufacturing Co., whose 
factory is at Newark, N. J. Mr. H. 
W. Fox was previously with Black 
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Where you can drink of 


Nature’s Greatest Health Waters 


Comfort and Elegance! 


Visitors to this finely appointed, luxurious hotel acclaim it 
one of the very finest resort hotels in America. Refurnished, 
redecorated and equipped with unsurpassed elegance, The 
Elms will appeal to the most fastidious or most critical guest. 


Here you can tone up your system, regain your health with 
our world famous mineral waters and baths and if you wish, 
enjoy all the pleasures of resort life, golfing, swimming, 
horse-back riding, boating, tennis, etc. For reservations or 
beautifully done book, fully illustrating the beauties of The 
Elms and Excelsior Springs, write, wire or phone F. F. Hagel, 
Managing Director. 


The Elms is only 28 miles from 
Kansas City, nestling amid sur- 
roundings of natural beauty, 
with paved highways leading | 


in all directions. i= LED <1 
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Amid Surroundings of Unsurpassed 


One of the Worlds Most Famous Mineral Springs Resorts 
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Lineg 


in Colored Vitreous Enamel 








Popular with contractors because 
customers instantly like them— 
and their reasonable cost. 


5 colors, pastel shades in vitreous 
enamel: Nile Green, Orchid, Ivory, 
Turquoise Blue and White. 


3 styles: Keyless, Pull-socket, or Plug- 
in-Switch type. 





These attractive units give you an edge 
on competition, Specify them for your 


next job, 
Free Folder on Request 




















WOLDS STOENE 


Quadrangle Manufacturing Co. 
30 South Peoria St., Chicago, III. 


America’s Favorite Spa! 








For your health’s sake, spend your winter-time 

vacation—whether it’s a few days or a few 

weeks—at French Lick Springs! Play out in 

the open—tride horseback or hike through the 

glorious Cumberland foothills. Drink the 

sparkling natural waters of Pluto Springs. 
Take the tonic, rejuvenating mineral baths. Rest—relax— 
enjoy the comforts of a great hotel. Life seems richer, 
fuller at French Lick! Reasonable rates: $8 a day, without 
bath; $12 a day and up, with bath. 


Write or wire for reservations 
French Lick Springs Hotel Company 


French Lick, Indiana “Home of Pluto Water” 
T. D. Taggart, Pres. H. J. Fawcett, Mgr. 


French Lick Springs Hotel 








& Decker Mfg. Co. of Baltimore for 
eight or nine years. Mr. Hawkins 
has been known for the last ten years 


| in the automotive supply field in De- 


troit. 

Charles R. Norrish Co. 522 Park 
Bldg., Pittsburgh, have been made 
Pittsburgh representatives, and W. 
H. Beaven 1318 Comer Bldg., Birm- 
ingham, Ala., has recently been ap- 
pointed Birmingham representative. 

eee 


National Carbon Announces 
Personnel Changes 

Among the personnel changes re- 
cently made by the National Carbon 
Co., Inc., New York, a unit of the 
Union Carbide and Carbon Corp. is 
that of C. E. Anderson, formerly 
manager of the Kansas City branch 
of this company. Mr. Anderson will 


C. E. Anderson 


have charge of the Eveready Pres- 


| tone and Miniature Lamp division. 


W. H. Haile, who has been man- 


| aging the Eveready Prestone and 


Miniature Lamp division, will take 


_ over the managership at Kansas City. 


Among the other appointments are: 
D. G. Raymond as manager of the 


_ central division with headquarters at 


Chicago; J. M. Spangler, present 
Chicago manager, as manager of the 


eastern division at New York, and 


Walter A. Jacobs, who has recently 


_ joined this organization, as a member 
| of the general sales division. 


| 
| 
| 
| 
| 
| 


* * Ox 


New Appointments at 

E. T. Cunningham 
Executive appointments just an- 
nounced by E. T. Cunningham, Inc., 
New York, advance H. C. Brown to 
the position of assistant sales man- 
ager, and Arthur J. McGittrick to 
that of resident manager with head- 

quarters at Washington, D. C. 
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QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturdy Glade whee 
Lights. They are oil, gasoline an 
prcnee zees’ and have absolutely un- 

reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
see right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in _ catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 
1603 So. Michigan Ave. 
Chicago, U.S.A. 

















WHAT EVERY STORE- 
KEEPER SHOULD BE TOLD 
ABOUT STORE-LIGHTING 


== And Why Every Jobber Sales- 
man Should Help to Do the Telling. 














MODERN 
STORE 

LIGHTING 

CAMPAIGN 





Every alert Jobbers’ salesman should 
have a copy of the current issue of the 
“WIREMOLD BUSINESS BUILD- 
ER,” featuring the store-lighting cam- 
paign. There is good business — and 
GOOD PROFITS—in helping the 
contractor develop this kind of business 
and you can do your bit, with profit 
to yourself, by knowing THE WIRE- 
MOLD PLAN and saying a good word 
for it. Send for your copy —IT’S 
FREE — and get the details. 





Hartford, Connecticut 











Irving K. Fearn is now associated 
with the French Battery Co., Madison, 
Wis. and Chicago, in the capacity of 
assistant to the president. Prior to this 
connection Mr. Fearn served as sales 
manager of the Ken-Rad Corp., Owens- 
boro, Ky. 





Manufacturer’s Agent Desires 
Additional Line 


A manufacturer’s agent in Mis- 
souri, covering the states of Mis- 
souri, Kansas, Colorado and south- 
ern Illinois, is desirous of forming 
a connection with two or three manu- 
facturers of high class electrical and 
radio items. The agent is said to 
have a wide acquaintance with lead- 
ing electrical, radio and hardware 
jobbers in this territory. Address 
all inquiries to the Editor, THE Jos- 
BER’S SALESMAN. 

. oe we 


Now, Get This Straight— 

In the March issue we had a note 
to the effect that E. G. Lafferty, spe- 
cial contact manage: of the General 
Electric Supply Corp., Detroit, was 
traveling through the northwest ter- 
ritory, accompanied by W. P. Swartz, 
Pacific Coast manager of the 
Standard Electric Stove Co., Toledo. 
Because these two old-time friends 
happened to be traveling together, no 
one should jump to the conclusion 
that the Standard Electric Stove Co. 
has become a branch of the General 
Electric Co., or that the General 
Electric is now a division of the 
Standard Electric Stove. They are 
still competitors, though both are 
working in the great cause—“cook 





electrically.” 


1930 











Safe—Quick 


—Economical! 


AGER’S Soldering Salts are safe— 
quick and economical. 


Packed in % lb., 1 lb., and 5 Ilb., 
round, blue and white enameled cans 
they make an attractive item for over- 
counter sales. 


_ We also manufacture Yager’s Solder- 
ing Paste—the original non-acid, non- 
corrosive flux. 


Send for Samples 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 


In a Jitfy 


the jobis done 


Jiffy “S RK” Connectors make the most 
dependable connections with least possible 
time to install. The joint is safer and 
stronger. No worry for you about the 
lasting qualities. Make each job your 
best job by installing ‘““S R K” connectors, 
Approved by Underwriters’ Laboratories 
and Factory Mutual Laboratories. 











One size for combina- 
tions of No. 14, No. 16 
and No. 18, solid or 
stranded, up to 4 No. 
14 and 2 No. 18 or 
equivalent. 


Patent Nos. 
1635293—1736379 
Others pending 


Jiffy 


Wire Connector 
Company 
Hackensack N.J. 


General Sales Offices 
G. Denn Montgomery, Jr. 
458 Broadway, New York City. 
Phones Canal 7533—Canal 6186 
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When they phone you... 
“My Radio set won’t work” 


Be in a position to give the sort of service that 
makes friends and profits for your service de- 
partment. Equipped with Sterling Testers, 
your service man goes out on the job, spots the 
trouble instantly, without fussing around; makes 
the necessary repairs and is back in your shop 
in half the usual time. One call—and you send 
out your bill to a satisfied customer. That’s 
what Sterling Testers mean to you. 


SERVICE TESTER 


Sterling R522 All-Purpose Testers are neat, 
compact, efficient. In a handsome leather- 
grained case, weighing but 714 pounds complete. 


R511 
Tube 
Tester 





Simply plug in the tube sockets of the set. 
Instantly the meters register the filament and 
plate voltage, “C” bias and milliampere drain, and 
definitely locate the trouble. Tests tubes, too 
—all types, including the new screen-grid tubes. 


COUNTER TUBE TESTER 


The Sterling R511 Tube Tester instantly shows 
the condition of every type of tube. Reacti- 
vates, too. It’s small, good looking and never 
fails. No batteries. Simply plug it into the light 
socket to operate. 


Write to Sterling of Cleveland for full information. 


R522 
All- 
Purpose 
Tester 


LOWEST PRICE RELIABLE TESTING DEVICES ON THE MARKET 


List Prices: Sterling All-Purpose Tester, $67.50; Sterling R511 Tube Tester, $35.00. 
Slightly more in the Far West and Canada. Liberal dealer discounts. 





MAKERS OF STERLING 





Sterlin 


THE STERLING MANUFACTURING COMPANY 
CONCERTONE RECEIVERS 


CLEVELAND, OHIO 
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Pin-Plug Connectors formed his own company to take 


LIEGL pin-plug connectors are in 

wide demand, are easily sold, re- 
quire little shelf spaee, and produce 
big profits. They are used for making 
electrical connections to portable light- 
ing units, stage lighting apparatus, 
portable electric tools, etc. Capacities 
range from 5 to 100 amperes, in vari- 
ous types. New design, with spring 
catch, illustrated above. List them in 
your catalog. Other Kliegl items are: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 





Write for a copy of 
our Electrical Trade 
Catalog and Connec- 
tor Bulletin No. 102 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING CO., Inc. 
32! West 50th Street 
NEW YORK,N.Y. 





Easy to cut—easy to 
thread—easy to bend. 
Provide satin-smooth 
raceways for quick wir- 
ing. Every length stamp- 
ed with the Under- 

writers Label. 


CENTRAL TUBE COMPANY 
PITTSBURGH 





>» Florida Sales Agent 


Interested in Additional Lines 
| A manufacturer’s agent who’ has 
handled electrical and radio lines in 
Florida for several years and who 
has also had experience with hard- 
ware jobbers and dealers, has 


care of manufacturers interested in 
establishing sales outlets in that 
state. Further information can be 
secured by writing to the Editor, 
THe JOBBER’S SALESMAN. 
* Ok Ok 
Slivray Lighting Adds to 
Sales Staff 

Silvray Lighting, Inc., New York, 
announces the addition to its New 
York sales staff of E. S. Bruce and 
L. W. Lyons. Mr. Bruce was form- 
erly associated with the Viking Prod- 
ucts Corp., New York, and, prior to 
that connection, with the General 
Electric Co. Mr. Lyons was! 
previously connected with the Brook- | 
ivn Edison Co., and before that was 
with the Western Electric Co. as| 
lighting specialist. 

*k Ok Ox 
Thomas W. Howard Joins 
R. M. A. Staff 

Thomas W. Howard, formerly of 
the Chamber of Commerce of the | 
United States, on February 1 joined 
the headquarters’ staff of the Na- 
tional Electrical Manufacturers As- 
sociation as director of uniform cost 
accounting. 





* * 


Latest Trade Literature 

Benjamin Electric Manufacturing | 
Co., Desplaines, Ill—A_ bulletin on | 
the Benjamin pit lighting fixture | 
has recently been issued by this man- | 
ufacturer. This mailing piece deals | 
with correct lighting in all types of | 
pits, together with installation data. | 
Charts and drawings aid in the ex- | 
planation of technical details. 


KNOX PORCELAIN Corp., Knox- 
ville, Tenn.—This company an- 
nounces a new bulletin on its entire 
line of electrical porcelain and bake- 
lite specialties. Price sheet No. K-17 
is also included with the booklet for 
the reader’s convenience. 


ADALET MANUFACTURING Co., 
Cleveland, O.—An attractive catalog | 
on Adalet conduit fittings is being | 
distributed by this manufacturer. 
The listings given in thts catalog 
supersede all previous listings. 


4 S pel 
METAL MENDER 


° 
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KESTER FLUXK-COR SOLDER 





= N POCKETS SOLDER a 


EFFICIENT 


Soldering reduced to one 
operation — the application 
of heat. No separate fluxes 
to hinder soldering success— 
no wasted time—no spoiled 
materials. Preferred by me- 
chanics, farmers, electricians, 
home-handcraftmen,  house- 
wives, boy-builders — every 
hardware customer. Increase 
your sales profits by supply- 
ing the complete nationally 
advertised Kester line— 
Acid-Core for general heavy 
duty, Rosin-Core for delicate 
<R 50% work, Metal Mender for 
SD Fiux-core household use, Radio Solder 


a 
= SS f for set building and repairs, 
sy %@, y 


Paste-Core for the electrical 
worker accustomed to paste. 


From all jobbers 


KESTER SOLDER CO. 


4251 Wrightwood Ave. 


Chicago, Ill. 
Ty Bdat D ORE 


Established 1899 
Formerly Chicago Solder Co. 


ER 





LD CORE 








Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


ONS 


Be A Booster 


Tell your friends 
about 
The 
Jobber’s Salesman 





PASTE-CORE 
RADIO SOLDER 
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Boiling Water 


From an Electric Outlet 





with the De Luxe 
Electric Tea Kettle 


The best sales season for this item is 


now approaching. During the spring 
and summer months when furnace and 
kitchen stove hot water heating equip- 
ment is inoperative, the DeLuxe Elec- 
tric Tea Kettle will provide convenient 
hot water, quickly, anywhere in the 
house, at any time of the day or night. 
It is equipped with an attractive Rose 
wood handle and cover knob, has a 16 
gauge cord and separate base. 

Now made in two sizes: three and five 
quart capacity. Popularly priced. 


Write for samples and quotations. 





West Bend Aluminum Co. 
West Bend, Wisconsin 




















Beardslee Chandelier Manu factur- 
ing Co., Chicago.—The latest num- 
ber of “Beardslee Talks” 
been released by this company. 
Among the interesting material in- 
cluded in this booklet is an announce- 
ment of the “Shade-Lyte’” and a 
reproduction of a newspaper adver 
tisement. 


has just 


SCHAUER MACHINE Co., Cincin- 
nati—Catalog 30 on its “Ideal” line 
of electric tools, both portable and 
stationary, is being mailed to the 
trade by this manufacturer. A copy 
of the booklet can be had upon writ- 
ing to the company. 

Multi Electrical Mfg. Co., Chi- 
cago.—This manufacturer is mail 
ing a new fixture folder and re 
flector bulletin No. 6A to the 
trade. The bulletin lists and de- 
scribes the lines of porcelain 
enameled reflector sockets, reflec- 
tors, outdoor fixtures and lighting 
accessories recently made by the 
Harter Manufacturing Co., but 
now taken on by the Multi Elec 


trical Mfg. Co. 


The Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn.- 
The Arrow Electric Division of 
this company has developed a new 
catalog No. 24 in loose-leaf form 
which permits the addition of 
new loose-leaf pages necessary to 
bring the book up to date. The 
type in this new book is larger 
than the company usually uses and 
makes the catalog more readable. 


Weston Electrical _ Instrument 
Corp., Newark—Bulletin No. 4800 
on the Weston heat flow meter has 
been developed by this corporation. 
An illustration and description of 


model 553 is featured in this 
booklet. 
Diehl Manufacturing Co., Eliza- 


bethport, N. J.—Multi-colored dealer 
helps in the form of window dis- 
plays, posters, catalogs and so forth, 
have been mailed to the trade by 
this manufacturer. 


INLAND GLass Works, Inc., Chi- 
cago—Catalog No. 15 on the latest 
of Inland units has recently been is- 
sued by this company. All the globes 
are listed and priced complete with 
hangers. 








NAIL ASSEMBLED 
KNOBS 











CLEATS, SOLID KNOBS 
and SPECIAL PORCELAINS 
of GUARANTEED QUALITY 


Write for prices 


\ 
\ 


big year ‘round profit item for Job- 
bers and their salesmen—SUPERIOR 
porcelain is what the name implies. We 
now are located in our new _ factory 
producing all types of electrical porce- 
lain. 


SUPERIOR 
PORCELAIN CO, 


PARKERSBURG, W. 




















‘FLEXCO-LOK| 


Lamp Guards 
Inside 
Reflectors 











nh 





Protect the hand from chance contact 
with hot reflector shells. Made also i 
Portable styles with split handles. Valuable 
additions to a great line of lamp guards 


Flexible Steel Lacing Company 
4698 Lexington St. Chicago, U.S.A. 


|FLEXCO| 
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FAST SELLING 










PROFITS 
for JOBBERS 


There’s an ESKIMO Fan 
for every need, and with 
the coming of warm weather 
you should increase your prof- 
its greatly with this complete 
ESKIMO Line! Fans and ventila- 
tors that are built right and priced 
right . .. rapid turnover with no 
“comebacks.”” Write today for catalog 
and sales help. 


ALSO 


Guaranteed de - 
pendable! A two 
speed, 10” oscil- 
lating fan. Runs 
smoothly and 
quietly. Will not 
creep. List 
$10.00. Others 
in the Eskimo 
line from $4.50 
to $16.00 retail 
reaching all 
classes of buyers. 


MANUFACTURERS 
OF 


ESKIMO Drink Mixer 

we Hair Dryer 
Fans and Ventilators 
Juice Extractors 


UNITED 


ELECTRICAL MFG.CO. 


0) ADRIAN 


MicH 





FANS/. 














Index to Advertisers 





A 
Adam Electric Co., Frank........ 47 
American Blower Corp............ 41 
American Circular Loom Co....... 2 
Anaconda Wire & Cable Co....... 
Tee ee eee Front cover, 6 
Appleton Biectric Co. 6.0. 6eicsasss 4 
Arcturus Radio Tube Co.......... 7 
Arrow Electric Division........... 49 
DG PEE Ee 00 n abs ceeds easeuss 80 
B 
Benjamin Electric Mfg. Co........ 63 
pe ag, re ik | ae 104 
Beyent Diectric: Co... iscscesce ves 45 
DULGORS Battery CO 6.6.6.0 css ves 23 
Bussmann Mfg. Co...........- 43, 110 
Cc 
Conte Te Rei 0s 66k 508 hE See 106 
Collyer Ena; Wire Coie sacks csvcuss 
i ta sptegin casa eter Inside back cover 


Colt’s Patent Fire Arms Mfg. Co.. 83 
Columbia Cable & Electric Co.... 72 
Crescent Ins. Wire & Cable Co..... 64 


Cutler-Hammer, Inc. ........... 31-33 
D 
Day-Brite Reflector Co..........-. 56 
DOP oreat-“RMG COs 6 < 66's cscs cave 76 
i ee a eee earee 62 
E 
Economy Fuse & Mfg. Co........ 103 
TSCHPURTRTE FORD. 66.5 66:60:65 5086 sn 78 
eee a Smee 101 
Emerson Electric Mfg. Co........ 50 
Erie Malleable Iron Co............ 109 
F 
POCO lke IGO ss oid ood eee eae 96 
Firestone Tire & Rubber Co...... 51 
Flexible Steel Lacing Co........... 107 
French Lick Springs Hotel........ 102 
Fretz-Moon Tube Co.......0.cve 48 
G 
General Electric Vapor Lamp Co.. 72 
GA COR Ti. Gs v5 oe 6 x 6 Kop ueesne ee 104 
Gnigesby-Grunow C0) 0.665 6 cose. secs 71 
H 
Hammond Clock Co....... Back cover 
Hart & Hegeman Division........ 65 
FARMER BRODIE oii aSie-des in Soadenuan 96 
Hemingrey Giases (6. <...<06:6:0065 60% 82 
Hubbell, inc., Harvey......0<..02% 54-55 
I 
Ideal Commutator Dresser Co..... 82 
Illinois Electric Porcelain Co...... 98 


Indiana Rubber & Ins. Wire Co... 81 
Ivanhoe Division of the Miller Co.. 77 





J 
Jefferson Electric Co... ...25...20 21 
Jiffy Wire Connector Co.......... 104 
K 
Mowtet BORA Cs iis ccs eevee esas 106 
WT EE i ck oad s axe sean 106 
M 
WBE NGO. sac cvares soeeenus 99 
Metropolitan Device Corp.......... 58 
Mid-West Metal Products Co...... 107 
Multi Electrical Mfg. Co.......... 100 
N 


National Carbon Co..Inside front cover 
National Electric Products Corp...2-3 
National Enameling & Stamping Co. 53 
National Lamp Works of G. E. Co. 95 


Nilco Lamp Works, Inc........... 75 
No Draft Fan Fixture Co ....... 88 
Non-Metallic Sheathed Cable Li- 
CNN iach tk os avi ea or 60-61 
Pp 
Paes & Seymout, I6.3....6.0.662% 35-36 
Pawidiog, Tnc,, Toha fi... .6.sccee 22 


Proctor & Schwartz Electric Co... 59 


Q 
OasOrenete BPO ACO. 060: acs ccisnes 102 
R 
Reflector & Illuminating Co........ 85 
Reliance Automatic Lighting Co... 98 
Robbins @ Myers, Inc... «2.50005. 39 
Mote Were Davisieiies < cies cceease 27 
Ss 
Sherman BMie. Cou, Th. Bes:c. osc soc 88 
Standard Electric Stove Co........ 25 
teed Se ae BGs Ficsacc ca eenisas 91 
SUMS RE. Gs oo at os Pees ee oe 105 
Superior Porcelain Co..........e0. 107 
i 
Triangle Conduit Co., Inc...,..... 89 
Trice Fase We CO... eos evens 57 
Trumbull Electric Mfg. Co........ 79 
U 
United Electrical Mfg. Co........ 108 
Ww 
Wadsworth Electric Mfg. Co., Inc. 66 
West Bend Aluminum Co.......... 107 
Westinghouse Electric & Mfg. Co.. 87 
Wheeer GRBOe Ge. oo os cheer ones 97 
Wired Ce, Wes ici cccnses ye 
Wood Blectrie Cc.,°C. Di... casas 86 
Woodhead Co., Daniel............ 80 
Y 


Youngstown Sheet & Tube Co.... 67 

















April, 1930 


THE JOBBER’SMI)SALESMAN 


109 
FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


"Use a KONDU 
instead of a thread”? 


“That bulldog 


holds on 


almost like a 
KONDU!" 


Bulldogs used to be given credit for 
a tight grip, but that was before elec- 
trical men found how KONDU Thread- 
less Fittings hang onto conduit. 

Never known to loosen from vibration. 
The tapered bushing gives a lock-nut 
action that holds the KONDU perma- 
nently tight. Even the severe vibra- 
tion of subway cars hasn’t shaken 
KONDU fittings loose. 

On elbows and bends, as well as 
straight lines, KONDU grips tight— 
stays put. And its unique ball-and- 
socket action makes exact alignment 
easy, before the KONDU is tightened. 


Changes are easier with KONDU 
—and quicker— and cheaper 


KONDU fittings are the easiest to 
take out of a line—coming out with- 
out disturbing any conduit whatever. 


Something that no other fitting can 
duplicate. 


Experienced electrical men who 
have “tried them all” report that their 
savings in labor cost, alone, amount to 
as high as 50%. No threading; no 
unions— KONDU is a union in itself. 
Odd lengths, threaded or unthreaded, 
can be used just the same as new 

conduit. 
Write for the booklet “Facts You 

Should Know About KONbDu,” show- 


ing shorf-cuts to lower cost conduit 
installation. 


Er1E MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, PA. 


Canadian Representative: 
Kondu Manufacturing Co., Ltd., Preston, Ont. 


KONOU 


Pues. 
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110 THE JOBBER’S[J]/SALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
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\ THE MERCHANTS’ 
ie % NATIONAL BANK 
5 BUILDING 
Mobile, Alabama 


Architects: Warren, 
Knight and Davis of 
Birmingham. Super- 
vising Architects: 
Owen and Clarke. 
Electrical Contrac- 
tors: Nick-Klip Elec- 
tric Co. Furnishing 
BUSS Renewable Fuses: 
Turner Supply Co. All 
of Mobile, Alabama. 









































NEW 
ACCOUNTS ! 


Mr. Salesman @ 


BUSS Renewable 
Fuses make a fine 
leader to start new 
accounts because the 
Low Cost Depend- 
able Protection they 
give due to the 
SIMPLE CORRECT- 
NESS of their de- 
sign makes users feel 
crateful to you. 


OWERINGgupward as you stand on the corner of St. Joseph and St. Francis Streets 
in Mobile, is a new monument to progress — the Merchants National Bank Building. 


Should you have journeyed from the North perhaps you will find in it just another 
evidence of the tremendous strides the South —land of Sunshine and Hospitality — is 
making towards industrial and commercial greatness. Interesting, too, to the fuse user or 
specifier, is the fact that throughout this modern structure BUSS Renewable Fuses are used. 

In the South, as throughout all industry, you will find a steadily increasing swing to 
BUSS Renewable Fuses for Low Cost Dependable Protection. Probably just a physical 
comparison of a BUSS Fuse with others will indicate why. If you care to judge for your- 
self there's a free sample awaiting you. 


BUSSMANN MANUFACTURING COMPANY » » » ST. LOUIS, MO. 
A Division of the McGrew Electric Co. 
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gk ANTI-SHORT Bushing correctly in- 
stalled entirely overcomes the wireman’s 
trouble of having sharp ends of steel cut 

through the braid, injuring installation of the con- 

ductor .... COLLYER ARMORED CABLE positively 

insures the armored cable job and vanquishes all sales 

resistance for jobbers and their salesmen .... “ANTI- 
SHORTS” placed between steel and conductor result in a fool- 
proof job—absolutely free from grounds and shorts. Show your 
customers how the Kraft Armor unwinds below the steel, thus pro- 
viding ample space for the ANTI-SHORT bushing ... COLLYER 
ABC Cable has a low first cost for the building owner and a low 
installation cost enabling the contractor to speed the work, save 
time and make money. It is flexible and bends around corners . 
easily. Unsurpassed for rewiring jobs and providing new outlets A nti- 
—a big market now that means profitable installations for your : 
customers and volume sales for you jobbers and salesmen. Let S| *t 
us give you the complete sales story — will help ~~ — Write 101 
us today. We maintain a strict jobber policy and back you up eFC 
100 per cent. Bushing 


COLLYER IN ISULATED WIRE CO. 
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& 
The cArlington 


This is the Arlington 
model —a fine little clock 
for the radio—recently 
added to the Hammond 
line. The Arlington is 
made of solid mahogany, 
is 12!” wide and 5°,” 
high. Dial is spun silver 
finish 3!5" in diameter. 
The Berkeley tambour is 
larger—19”" wide, 7°," 
high with 5'.” diameter 
dial. This model retails at 
$17.50. Both are beautiful 
clocks of distinctive 
design 


Electricity Now Serves Another Purpose 
—and Creates a New Opportunity 


THE new way to tell time is by electricity. 





The public is quickly recognizing that fact. It is a chance for the jobbers 





e Sd 


salesman to make additional profit selling Synchronous Electric Clocks. 





Hammond's contribution to the new industry is a simplified electrical mechanism 





with a replaceable motor unit and a line of beautiful cases at popular prices. 





ss 2  # 2 ¢ ¢ +* * All of the essentials to create sales are present. 





Hammond's jobber policy is respected by the trade. 





More than that—Hammond will soon announce the most outstanding electric 





clock advertising campaign of 1930. Write for full information to The Hammond 
Clock Co., 4115 Ravenswood Avenue, Chicago, Illinois. ° * * * * ° 








*Lowest speed motor, 225 r. p.m., fewer parts, longer life 
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